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HALEY FISKE IS 
PRINCIPAL SPEAKER 
AT ANNUAL BANQUET 


Calls For Loyalty of Agents to 
Company and Policyholder 


DISCUSSES POLICY LOANS 


Other Speakers were J. Stanley 
Edwards, Colonel Cholmeley- 
Jones and Dr. F. C. Wells 


(By CLarence AxMAN.) 
(Special to The lia tern Underwriter ) 
Pittsburgh, Pa., September: 30.--Haley 


Fiske, pre side nt of the Metropolitan Life 
was the principal speaker tonight at the 
annual banquet of the National Associa 


H« 


should have 


tion of Life Underwriters brought 


home to the agents that they 


a sense of responsibility of the great finan 


cial cos poration which they represent and 
of their duties to the management of these 
corporations and to the millions of policy 
holders. Mr. Fiske declared that the re- 
lationship of the agent to the policyholder 
should not end with the termination of 
the contract. 

Mr. Fiske analyzed the assets of the 
life insurance companies to show the part 
that life insurance is playing in the build 
ing up of civilization, and in keeping 


He 
of life 


money in circulation. recited figures 


showing the investments insurance 


companies in railroads, in municipal secur 


ities, in public utilities and in farm and 
real estate moitgages. Cities are built, 
municipalities are run and farmers are 
improving their acres through life insur- 


ance money. Thus, while the companies 
have millions of assets, these assets go 
right back to the people. Life insurance is 


Mr. Fiske 


and said 


said Mr. Fiske. 


compared banking with insurance 


a public trust, 


an agent of an 


be held in 


was no reason why 
should not 
banker. 


there 
IMsurance Company 
as high respect as a 

The Metropolitan Life’s president made 
a plea for loyalty of 
and for loyalty of 


agents to companies 
agents to poli yholders. 
He said that the management of the com 
panies and the 
working to 


4 1 
-agency force were brothers, 
but the 


1On 


attain the same ends, 


Management had to have a broader vis 


as upon it dwelt the duty of meeting 


legislative, economic and other situations 


which 


arise, 
In beginning his talk Mr. Fiske told 
about life insurance in the days when he 
entered it, 46 years ago, when agents were 


cutting cach other’s throats, 
Hhting 
went into 


make a 


compames 


were fix each other and capitalists 
life 
out of it. 


the insurance business to 


profit He contrasted 


(Continued on page 11) 
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The Minimum 
Allowance 


RESEARCH expert of the United States 
Bepartment of Agriculture, thoroughly 
conversant with present day conditions, 
recently arrived at the conclusion that 
$50.00 a month is the minimum necessary 
lo provide food with sufficient nourishment to sustain 
an average American family. 





It will be noted that this minimum makes no provi- 
sion whatever for shelter and clothing, which are like- 
wise necessary, and it is safe to assume that a mother 
with two or three small children would find it difficult 
lo live on $50.00 per month. Mutual Benefit agents 
are, therefore, selling Mutual Benefit policies on the 
income plan that will provide a food, clothing and 
shelter allowance, instead of merely selling blocks of 
so many thousands of dollars of lump sum insurance. 


It is manifest that any man who is not possessed of 
other property owes it to his family to at least provide 
this bare minimum and as much more as is within 
his actual ability to carry. Our most successful men 
in their sales talks link up income insurance with the 
necessitics of life. 


Many men carry a few thousands of insurance 
payable in one sum and are deceived by its total to 
think it sufficient, whereas those self-same men would 
be immeasurably perturbed if they had it) clearly 
brought to their attention that in event of their death 
their families were without even the minimum allow 
ance to sustain life itself. 


It is moreover a pleasure to be able to inform such 
men that if they live the Accelerative Endowment plan 
of the Mutual Benefit would provide the monthly 
income for their own declining years, so the income 
would be sure to be paid, either to their families or to 


them— certainly a comforting thought. 
During the past twenty years the Mutual Benefit 
has paid 4.7% interest annually under the valuable 


income provisions of its superior policy contract 
which protects the Insured’s family if he dies or his 


old age if he lives, leaving the principal intact. On a 
monthly basis the Company is now paying 4.75¢ 


(38% guaranteed, 1.75% 
Serd for 
Progress” 


surplus interest). 


“A Record 
Wife.” 


our leaflets of Substantial 


and “Pension Your 
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SCIENCE OF SELLING 
DOMINATES GREAT 
NATIONAL MEETING 


Not Enough Room For All 
Those Attending 


NEW PEOPLE IN DISCUSSION 


Wide Range of Topics of Prime 
Importance to Men 


In The Field 


(By CLArENcE AXMAN) 
(Special to The lastern Underwriter) 
Pittsburgh, Sept. 29.—It is the custom 

of insurance reporters to begin their 
opening stories of conventions of the 
National Association of Life Under 
writers by saying that “this is the larg 


est convention ever held.” Sometimes 
it is; then again it isn’t, but this sort 
of reportorial fibbing, putting the best 
foot forward for a convention, 1s a trad 


ition which is never questioned 

It can be said for the thirtieth an 
nual convention of the National Associa 
tion of Life Underwriters, which began 
here today, that it really is the largest, 
the first days’ crowd being two hundred 
larger than that of last year 

When President Voshell opened the 
convention the big hall of the Hotel 
William Penn was packed, and peopl 


turned 
the 


were actually away 


Of course, geographical location 
although 
half 


he re 


had something with it, 


than 


to do 

traveled 
the 
Africa, in 


one an More Way 


world to get from 


lact, 


around 
South 
The puller, 
the that 
Salesmanship Convention.” 
It was the 


howevet! 


probable 


announcement this is to be a 


intention of the managers 


of the convention that the talks should 
be extemporaneou that no long 
vinded papers, or short ones either 
hould be read And the manager 
wishes were almost carried out becaus 
much as the average man loves to put 
his thous down on the typewriter 
» that he will not make any “breaks 
ind as a self-protector in case of nery 
ul t n tacin the cro l, only thre 
nen read papers 

Get ‘em on their feet: have the d 
cussion as representative as possibl 
pull the watch on the speakers in dis 
cussion, and have as many men on the 
Noor cover a topic as possible was 
the slogan 

And, so pleased was President Vosh 
cll with the way things were goi that 
at one point in the rst dav s session he 


announced that twenty-six 
talked to date About 


the floor with their 


spe akers h id 
lorty were on 


little say before the 
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convention adjourned this afternoon 


for the dinner and dance at a local park 
Furthermore, the speeches were con 

structive, and many valuable pointers 

must have been flung to the delegates, 
hook 


HOOKS, 


judging by the busy use of note 
It is the experience of convention man 
avers in life insurance that if half the 
audienee is making notes the conven 
tion is a success. The general agents 
are waiting for pointers which they can 
later pass out at their own agency meet 
ings. There have been conventions 
where there was little note-taking, but 
this is not one of them. 

All the talks today were on thrift, 
pushing larger sized policies, life in 
surance for women and life insurance 
for farmers. The best points made will 
be found in other columns in this edi 
tion 

The convention was opened by the 
Rev. Edward R. Travers, of the Trinity 
Kpiscopal Church, Pittsburgh. 


B. A. Woods delivered the address of 


President Voshell making the 
response, and the discussion chairmen 
were, Orville Thorp, Dallas; J. J. Jack- 
son, Cleveland; 18 Ik Roseberry, Colum- 


and Ana Ketensky, Los An 


welcome, 


bia, 2 L., 
veles. 
Outside of the salesmanship talks the 
principal thing of interest was the re- 
port of the executive committee recom 
mending that life insurance agents get 
busy at the primaries and sce that the 
right type of men are nominated for 


public office, which will save a lot of 


work in the legislatures later on. This 

an idea which was discussed at the 
American Life Convention in) Omaha, 
last weck, by Minor Morton, Vice- 
President and Agency Manager, Vol- 
unteer State Life, Chattanooga The 
American Life Convention, by the way, 


this convention by 
Harry LL. Seay, President, Southland 
Life, Dallas Miller Hamiulton, 
President Federal Life, Chicago, and 
Thomas W. Blackburn, Secretary of the 


Convention, Omaha. 


is represented at 


Isaac 


“Jack” Shuff Rouses Convention by 
Stirring Plea for “League of Nations’ 


Many Delegates Jumped to Their Feet at His Stirring Statements 
and Cheered for Two Minutes—Says Premier Lloyd George is 
Coming Over—Traveled With Viscount Grey, British Ambas- 


sador—Calls Him “Bud”. 

(Special to The Eastern Underwriter) 

Pittsburgh, Sept. 30. Jack Shuff, gen- 
eral agent of the Union Central Life, 
in Cincinnati, and regarded by many 
people as the most popular life insu 
ance man in America, “stopped” the 
convention of the National Association 
of Life Underwriters this afternoon, by 
a plea for the Nations. 
Three-fourths of the delegates by act 
their feet and 


cheered for two minutes when he made 


League of 


ual count sprang to 


the statement: 

“The League of Nations may not be 
perfect, but nothing has been offered 
yet to take its place. The people over 
there are waiting for us to do some- 
thing; so for God’s sake, let us do it. 
Those people are at a standstill, because 
they are crippled in their trade, wait- 
ing for action on the League of Nations. 
The frane is so low—it takes so many 
of them to make up a dollar, that they 
can’t buy of us. The pound is only 
worth about $4.25, and it formerly was 
worth $5. 
on the United States.” 

Mr. Shuff went to Europe to induce 


The eyes of the world are 


Lloyd George to come to Cincinnati to 
visit the convention of the Disciples of 
Christ. Although the 
was not receiving visitors other than 
distinguished statesmen, Mr. Shuff has 


British premier 


a way with him which cannot be re 
sisted and he saw the premier for half 
an hour. He could not come to Cincin 
nati at this time, but is coming over 
later. The Cincinnati man came back 
on the same ship with Viscount Grey, 
the new British ambassador. 

“He was calling me Jack,” said Mr. 
Shuff, “the first day out. 
his first name, so I called him Bud.” 


I didn’t know 


In England, one sixth of a man’s in 
come is free from taxation if he buys 
life insurance with it. 

Mr. Shuff concluded by 
appeal to life insurance companics to 


making an 


advertise life insurance in the daily pa- 
pers. Ile came back from Europe more 
than ever convinced that life insurance 
If that’s 
true, it should be advertised more, he 


is the best thing in the world. 


said. He called attention before closing 
to some remarkable advertising done 


abroad by the Sun Life, of Canada. 


League of Nations Resolution 
Killed After Exciting Scenes 


C. B. Taylor Puts Delegates in Turmoil, Raising Cries of “No 
Politics!’—He Forces Vote, Showing 168 to 80 in Its Fayvor— 
Resolution Finally Tabled—Other Resolutions Presented. 


(Special to -The Lastern Underwriter) 

Pittsburgh, Oct. 1.—Just before the 
B. Tay- 
lor, general agent of the Northwestern 
Mutual Life at Wheeling, West Va., 


threw the delegates into a turmoil by 


convention adjourned today, C. 


introducing a resolution urging that. the 
convention favor the League of Na 
tions. 

cries of 


there. were 


Immediately 


“No!” and “No politics!” and “Out of 
Others applauded. Lawrence 


New York, seconded the 


order!” 
Priddy, of 
resolution. 

Mr. Taylor refused to be shouted 
down and when a motion was put to lay 
table, he de- 
manded that a vote be taken on it. 
The vote stood 168 to 80 in favor of 


the resolution on the 


the resolution. 


Maurice H. Stearns, John Hancock 


Mutual Life, then offered a resolution 
that politics be taboo in future Na- 
Association 


Taylor arose, seconded it, and de clared 


tional conventions Mr. 


that he agreed with the sentiment ex- 
pressed: in Mr. Stearns’ resolution, as 
he did not regard the League of Na- 
tions as politics. 

The Stearns resolution was referred 
‘There was 
Taylor 


to the executive committee. 
plenty of excitement over the 
resolution before it was finally tabled. 
The resolution is as follows: 

“It is the sense of this convention 
that the League of Nations be adopted 
as presented to the senate of the United 
States by the commission which nego- 
tiated the Peace Treaty without further 
delay; and we express it as the opin- 
ion Of this organization that the present 
attitude of senators, regardless of their 
menace and 


political policies is a 


threat toe Christian civilization; and 
that we demand without regard to pol- 
itics that they proceed immediately to 
ratify this treaty to the end that the 
great domestic questions pressing be 
fore this Nation. shall le 


solved for the benelit of future civiliza 


properly 


tion.” 

The convention passed a_ resolution 
endorsing the Bureau of War Risk In 
surance, and the action of the Boston 
Association, previously reported — in 
these columns. Another resolution was 
that Bradstreet and Credit 


Agencies be asked to incorporate into 


Dunn 


their statement forms for individuals, 

firms and corporations, two questions: 
(1) Amount of insurance carried. 
(2) On whose life or lives, and to 


whom payable. 


THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
tished 
Ux lerwriter Company, a New York cor- 


every Friday by The Eastern 


poration, office and place of business 
Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; W. E. 
Editor. The address of the officers ts 
the office of this newspaper. Telephone 
2497 John. 


105 William 


Schram, Associate 


Subscription Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
Ne Vs 
March 3, 1879. 


under the act of Congress of 


Pittsburgh daily papers were praised 
for the space they gave this convention 
and so were the insurance papers. 

The resolution thanking the insur 
ance publications was offered by A. C. 
Larson, of Wisconsin. Another reso 
lution thanked the officers of the con- 
vention for planning and carrying out 
what was described to be and what is 
generally believed to be the best con 
vention that has yet been held by the 
National Under- 


writers. 


Association of Life 


Weekly or Daily “Association News” 
Not Approved by Executive Committee 


A. F. Colwell, Fargo, N. D., Makes Another Attempt to Put Over His 
Lonely Indorsed Proposition and is Thoroughly Squelched by 
Executive and Publication Committee—Advocated a $10,000 a 
Year Washington Correspondent—“News” Meets Requirements, 


Say Members. 
(Special to The Eastern Underwriter) 

Pittsburgh, Sept. 30.—A. F. Colwell, 
member of the executive committee of 
the National Association of Life Un 
derwriters from Fargo, N. D., and one 
of the leaders of the Northwest Insur 
ance Congress, has been squelched 
again. 

Colwell sometime ago informed the 
executive committee of the National 
Association that the executive committee 
of the Northwest Congress had passed a 
resolution to the effect that the National 
“Life News” 
should be changed into a weekly or daily, 


Association's Association 
the idea being that this organ of the as 
sociation be made into an insurance 
newspaper. 

The executive committee of the Na 
tional Association of Life Underwriters 
and the publication committee of the 
association couldn't see it at all. 


Mr. Colwell 
Saturday made a talk to the executive 


arrived here and on 


committee in which he made the as- 
“Life 


should be areal 


sertion that the Association 


News” 


that there was dissatisfaction with its 


new spaper, 


contents; and that he did not like the 
idea of having to subscribe to three 


or four of the regular insurance papers 
He declared 


that he should be able to save the 


in order to get the news. 


money he paid for these subscriptions. 

“The regular insurance newspapers 
are behind the times and are not filling 
the bill,” was one of his statements. 
“Why, there have 
in the Washington situation, particu 


been developments 


larly in reference to taxation matters, 


where we have not been acquainted 
with events until weeks after they hap 
pened. 

“The ‘Life Association News’ should 
be a great insurance newspaper con- 
ducted in such an efficient way that it 
would not be necessary to look else- 
where for information. 

“We should have a correspondent in 
Washington who is the best man ob- 
tainable and to whom we should pay 
a salary of $8,000 or $10,000 a year, oF 
Later on, if all 


more if necessary. 


goes well, the ‘Life Association News’ 


could be changed into a daily. 


“In my opinion the ‘Life Association 
News’ is stupid, and [ would like to ask 
what possible interest, for instance, 


we fellows in the Northwest 
news about local associations in Flor 
Rhode Island. 


ida, New Jersey or 
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Phere are pages of the ‘News’ devoted 
to such subjects.” 
Colonel Henry J. Powell, of Louis- 
ville, who knows something about the 
expense of newspaper making, smiled 
when he heard Colwell’ss Washington 
Colonel 
Powell, who is chairman of the legislation 


correspondent suggestion. 


committec—declared that it is not the 
intention of the association that the 
“Life Association News” should be a 
competitor of the regular insurance 
newspapers. 

Charles Jerome Tdwards, Chairman 
Publication Committee, arose and pre- 
sented letter after letter from members 


of the association, saying that the “Life 
Association News” met requirements 
perfectly, and was of great value to the 
agency force of the country. Further 
more, to add to Mr. Colwell’s discom- 
fiture a number of members of the 
Northwest 
that Mr. Colwell did not reflect the 
sentiments of the congress or 


Congress arose and_ said 


asso- 
ciation in that section. 

The climax came when it was dis- 
closed that at the meeting of the execu 
tive committee of the Northwest Con- 
“Life 


News” matter was discussed only six 


gress where the Association 
members attended; and that tive of the 


six did not agree with Colwell. 


Should Scrap our Old Standards of 
Efficiency and Work, Says E. A. Woods 





Discussion Period Given Over to Pittsburgh Underwriter Who 
Delivers Strong Message on New Conditions—Changed Respon- 
sibilities of Life Men—Life Insurance the Greatest Social Force 


Next to Religion. 

(Special to The Eastern Underwriter) 

Pittsburgh, Oct. 1—The convention 
was to wind-up with a discussion of 
“Life Insurance As a Social Force,” in 
which a number of delegates were to 
participate, but it was decided that, in- 
asmuch as Edward A. Woods had made 
a special study of this question, that 
he should take up all the time allotted 
to the subject. 

Mr. Woods plunged into facts relat- 
ed to the destruction caused by the 
Great War, giving figures showing why 
the production of the world has lagged. 
He recited data of the number of killed, 
of the number of crippled and told of 
forces engaged in tearing 
down civilization and then he led up 


the vreat 


to the responsibilities of those left in 
replacing the world’s production. 

Mr. Woods said that the old before- 
the-war standards of efficiency and 
work must be replaced by more inten- 
sive production ideals. He asked how 
the American workingman was meas- 
uring up to his responsibilities. Strikes 
and other labor troubles indicated that 


many of them were indifferent to the 
world’s productive needs and he called 
attention to the page advertisements 
running in Pittsburgh papers reading: 
“Go to Work!” Tle said that should 
be the slogan of insurance men every- 
where. 

He then brought in the institution of 
life insurance, and illustrated its power 
as a social force, which he said was 
greater than any other influence ex 
cept religion. He concluded by ap 
pealing to those present to return to 
their homes with the determination to 
impress upon all agents to work harder 
than ever in the effort to achieve su- 
preme salesmanship. 

Some weeks ago the association said 
in its first program announcement that 
it expected “Life Insurance as a Social 
Force” to be the most important sub- 
ject discussed, and that one hundred 
men should be ready to talk on the sub 
ject. Coming last on the program, 
however, there was no time to hear all 
these speakers, and it was decided that 
no one should talk on it but Mr. Woods 


Earl G. Manning Leads Lively Talk 
On Methods of Selling Life Insurance 


Rapid Fire Questions Hurled at Speaker From Convention Floor— 
Makes Decided Hit in Presentation of Proposition—Methods of 
Using Trust Fund Options Prove Most Interesting—Does Not 
Favor Monthly Income Insurance. 


(Special to The Eastern Underwriter) 
Man- 


soston, 


Pittsburgh, Sept. 30.—Earl G. 
ning, Provident Life & Trust, 
made a big hit here today by his rapid 
ire talk on “Written Methods of Sell 
ing Life Insurance.” He presents a 
Written proposition to a man aS an in- 
troduction, and these introductions and 
other selling methods were presented 
to the convention. Mr. Manning dis 
Cussed three fundamental ideas in his 
System: the living cost idea, the old age 
idea and the $15 a weck idea, telling 


} ' 
Mow each was used to tit the case. 


There were quite a lot of questions 
asked of Mr. Manning when he con- 
cluded, all of which he answered quick 
After he 
Nas presented his introduction scheme, 
neatly typewritten, Mr. Manning never 


‘y and in some cases wittily. 


opens his head until the prospect reads 
what he has written. 

Some agents wanted to know if it 
were not inadvisable for an agent to 
leave written memorandum. Mr. Man 
ning said he could not think such was 
the fact as his experience had shown 
him otherwise. 

“If you leave a paper in a man's 
hands, and later he shows it to some 
other agents, that invites competition.” 

“It may,” Mr. 


“Well, if it does, how are you going 


Manning answered. 
to get around it?) What is your answer 
to that?” 

“My answer,” said Mr. Manning, “is, 
‘lL should worry.” 

\nother agent wanted to know what 
percentage of modern business men use 


their eyes and ears in handling their 


own business. To this Mr. Manning 
retorted: 
“About 150 per cent.” 


Another agent asked: “Do you write 
the memorandums on a blank piece of 
paper or on a letter-head,” to which he 
responded: 

“At the top goes the name of my 
company.” 

Mr. Manning was asked if he ascer 
tained what insurance a man had be 
fore submitting a proposition. 

“Sometimes,” he answered, “but it 
isn’t necessary. Of course, it comes in 
handy to have this information, but | 
size up his insurance needs and go on 
the theory that this is what I am ex- 
pected to cover.” 

Mr. Manning’s principal advice was 
to be definite so that the prospect can 
visualize the insurance proposition. 

Mr. Manning’s 
trust fund options, interested the con- 


methods of using 


vention greatly. Naturally, he has ev 
ery option in the back of his head, sizes 
up a case ina flash, and can drive home 
these options in a way which the pros- 
pect can instantly grasp. If he has out- 
lined one situation and later finds that 
something else would have more neat- 
ly fitted the case he adapts his proposi- 
tion immediately to the new develop 
ment. He is not so much in favor of 
monthly income insurance, taking into 
consideration the age of the benetic lary 
at the time the insurance is taken, as he 
is in selling lump sum insurance and 
using the options which are incorpor- 
ated in the policy. 

By his clever use of trust fund op- 
tions, and taking a prospect's various 
policies and welding them along new 
and present needs, or future needs of 
members of the family, he has succeed 
ed in largely increasing the insurance 
of many of his policyholders and _ pros- 


pects. 


W oodbridge Outlines Fuller Agency 
Methods Tested for Twenty-One Years 


System Serves Staff and Individual Agent—Producers Prepare Work 


in Advance—Experience Shows Old 


Policyholders Are An 


Increasingly Prolific Source of New Business—Limit of Business 
is Shown By Amount of Work An Agent Does. 


(Special to The Eastern Underwriter) 
Pittsburgh, Oct. 1 Wood 
bridge, of the Fred Fuller Agency, Bos- 


(,corgve 


ton and Springtield, in a talk to the con 
vention today, outlined the methods in 
stalled by Mr. Fuller in his agency and 
which have been in use for twenty-one 
years and have worked for both the 
agency and the individual agent. It is 
first determined the amount of money 
that either the agency or the agent must 
have to mect fixed charges. This is the 


bogie against which the agency and 


agent play. This is figured out in terms 
of commissions and that in turn = in 
the amount of business, thus establish 
ing the allotment for the year. Mr. 
Fuller has found that if cither agency 
or agent will take a 5 per cent. of this 


allotment as an individual minimum 
for ten months of the year that the an 
nual allotment will invariably be se 
cured, but it is essential that all busi 
ness previously written be disregarded 
and each month regarded by itself. E> 
cess business secured in months over 
this minimum monthly allotment will 
produce the required annual allotment 
A man with an allotment of $500,000 is 
supposed to produce in cach of ten 
months $25,000. If he does this in a 
year he will write over $500,000 
Having determined the amount. of 
business which must be written the 
next question is how to write It. 
Checking up) prominent producers 
has developed the fact that all of them 
prepare their work in advanee, figuring 
out cach night what they are going to 
do the next day and planning once a 
week the general outlines of the next 


week. They do nothing by impulse. If 


they loaf they do so deliberately 


part of their predetermined — plan 


Checking over rures of many ape 

shows that after live years of work a 
man vets from 25 to 33 1-3 per cent 
of his business from old policyholders 
directly or indirectly; after 10) years 


50 to 6O per cent after | 


per cent. upwards; and after 20 years, 


H) per cent. 


It is important to keep this in mind 
for when we hear men like Fred Fuller 
and Lawrence Priddy tell how few 
calls they make we must remember they 
are vetting the benetit of work in the 
past 

\fter each study it has been deter 


mined that the best way for a man to 


succeed is to make his unit of effort 
the day’s work and not to consider the 
amount of business he wants to secure 
ina given month 


Phe supposed mini 
mum is to shoot for 50 calls a week, 
fixed minimum, and 250 calls fixed min 
imum in the month to prevent one from 
falling into a 


weekly routin« rhis 


seems like an enormous amount. of 
work. It will take 50 calls to produce 
and close a paid for case, but this 
checks up with business experience 


W 0od- 


‘l attended the sales conference 


\ few years ago,” said Mr 
bridge, ‘ 
representing a manufacturing company 


with which | was then connected. One 


of the companies represented in. the 
conterence was domg an annual busi 
ness of $120,000,000 It was brought 
out that this company spent for sales 


advertising, ete., $13,377,928; and 90 per 
cent. of this expenditure, or $12,049,544, 


went to find out where they could not 


sell their goods Pen per cent., or 
$1,337,702, brought in places where they 
could sell; and 2! per cent. of thei 
effort, or $334,448, of the $13,337,928, 


brought in the entire $120,000,000 


business 


“Yet this company found it could not 


cut down the apparent waste of $1 
000,000 in unproductive effort without 
correspondingly reducing its — sales 
force, 

‘This checks almost exactly one case 
to fifty calls, and ought to encoura 
us when it seems to us as if we were 
workin too hard or against too great 
odd 

‘Now, as to the matter of keepi 
record to see whether we are living 


up to our. standards Keep a daily 


diary. Each night record the names of 
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OLD STRONG PROGRESSIVE 


AGE 


brings Experience and Knowledge. 


STRENGTH 


gives Stability and Permanence. 


PROGRESS 


exacts that understanding of new Conditions which 
is the Means of Advancement in Service—the Basis 
of Enduring and Solid Growth. 


Uhese three Indispensable Qualities combine to 
make the only Sure Foundation on which Abiding 
Success in Life Insurance must always be built. 





Seventy-Six Years of Active Business 
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your calls, with any data you may have if he does not have 50 per cent. of his ance business in three different dire humanitarian sick lt is a wid eld 
vathered. We check CO (call out) to calls interviewable.” tions, she began: as agents, as pr ‘rowing wider all the time 

indicate if a man was out when the Mr. Woodbridge then gave an anal pects, as beneticiaries. In view of th Mrs. Rogers said tha . hi 
agent called. ©B or ‘call busy, if he vsis of his own results for eight and ahalf large number of prospects, and, of of preaching on her rounds about tl 
refuses to see the agent. Alter the years that he has been in the life in- course, the large number of beneticiar necessity of women staying at home. 
agent encounters CB two or three aurnnne business. For his tirst half ies she has never been able to under “but she added forcibly OW can 
times in the diary it indicates that the year he did $207,275 business, but dur stand why the life insurance companies woman's place be the home if: she can't 
agent should drop the prospect or ine his sixth half year he dropped to do not advertise to acquaint women maintain her home Life insurance 
change the method of approach. CD — $57,728 because, he said, he had taken with this great lield. It certainly is a will help her stay at home.” 

stands for ‘call-development, which to working on specific cases instead of | Prosperous profession, and it is a noble 


means that the man has been talked to 
“oy”? 
district 


on every subject except insurance. 


stands for interview—when a 
proposition to sell him insurance was 
brought up. 


“A man is not handling himself right 


working along the system explained. 
He closed the that 
the experience of the Agency 


statement 
Fuller 


had shown that the only limit in amount 


with 


of business a can write is the 


amount of 


man 


work he does. 


Col. Cholmeley-Jones and Lieutenant 
Commander Savage on War Risk Bureau 


Director of Bureau Says There Was Greatest Contempt for Any 
Agent Who Would Try to Twist a War Risk Policy—Com- 
mander Savage Predicts Dividends Will Be Paid on Converted 
Policies—$34,000,000 Converted—Average Policy $3,567. 


(Special to The Eastern Underwriter) 

Pittsburgh, Sept. 30-—Colonel Cholme- 
ley-Jones, director of the Bureau of War 
Risk Insurance, and Frederick A. Savage, 
of the New England Mutual Life, Balti- 
more, who was a lieutenant-commander in 
who has been associated 


the navy, and 


with the Bureau of War Risk Insurance 


for some months, were speakers this 
morning. 
The director of the Bureau said that 


there was the greatest contempt for any 
agent who would try and twist a war risk 
policy, and he was glad to record that the 
life insurance agency associations of the 
country had taken the stand that they did 
not want any members who would be par 
He added that there 
was a growing feeling on the part of the 


ties to such twisting. 


returned service men that any life insur 
ance agent who approached them with a 
twisting proposition was not playing the 
game as it is known in the army and navy 
and that very little headway along this 
line was being done. 

The director explained how the policies 


will be made more liberal under the Sweet 


bill, 
now 
new ruling by 
men 
months after 
back premiums, except for the month of 


which has passed the House and is 
before the Senate, and told of the 
service 


which discharged 


can be reinstated within eighteen 


discharge without paying 
grace in which they were covered and for 
the current month. 

After leaving the meeting the director 
Winslow Russell at a 
lunch he gave at the Duquesne Club, at- 


was a guest of 


tended by Phoenix Mutual men. 

Commander Savage predicted that there 
would be dividends paid on converted pol- 
icies. He said that only 25 per cent. of 
the original amount of term insurance 
written was in force, but much of this will 
come back under the cighteen months re- 
instatement provision. 

So far $34,000 has been converted, the 
average policy being $3,567. Up to Sep 
tember 22 the Bureau of War Risk Insur 
death 
The amount paid for compensa 
at the rate of $836,042 a 


Amount paid for disability every 


ance has paid $1,030,000,000 — in 
losses. 
tion is running 
month. 


month is $1,741,083. 


Women Agents Come Through in,a 
Blaze of Glory at Their Session 


Miss Ana Ketensky, Los Angeles, Presided; Miss Constance Wood- 
ward, New York; Mrs. M. T. Rogers, Dallas; Miss Anna Kirk- 
wood, Minneapolis; Mrs. Cora B. Fithian, Los Angeles, and Miss 
Rockwell, Cleveland, in Discussion, Drive Home Winning Points 
Without Exceeding the Time Limit. 


The Lastern Underwriter) 
Sept. 29.—The 


agents had their innings this afternoon 


(Spec ial lo 
Pittsburgh, women 


was turned over 
hour, Miss Ana 
Ketensky, Equitable Life, Los Angeles, 
in the 


when the convention 


to them for an with 


chair. As usual they covered 
themselves in a blaze of glory, because 
there is no successful woman agent who 
isn’t a quick thinker, and she can drive a 
point home cleverly and briefly. Each 
speaker had at least one good idea to 
offer, and, what is more, they all kept 
within the time limit, in which the men 
agents were not so successful as Presi 
dent Voshell had to pound his gavel a 
number of times on the stand-up collar 
aCX. 


Miss Ketensky, who came East to 


attend this convention and also the six 
ticth anniversary club meeting of the 
Equitable, made a good-humored_ pr 
siding officer, introducing her stars with 
neatness and despatch, grace and feli 
the 


America. 


city. The agents who talked were 


leading women writers. of 
They were well-dressed, attractive and 
looked the they fill in the life 


drama, viz: successful business women. 


part 


extemporaneously. 
talk is 


Each one spoke 


Miss 


clsewhere. 


Ketensky’s reproduced 

The first speaker was Miss Constance 
Woodward, of the New 
York, who is one of the largest writers 


Equitable, 


of insurance among the women; who 


is young, intellectual and a good fighter. 


Women are related to the life insur 


She was much atraid that in 


this particular, the companies are about 


one. very 


ten years behind the with the 
result that the 
life insuranc« 


be kept out of it. 


times, 
women have gotten into 


because they could not 


The general attitude of the company 


managers is one of indifference, where 


as efforts should be made to induc 
women to enter insurance and they 
should be selected with the same care 
that the men are selected 

In other words, women who have 
good jobs in business should be di 
verted to life insurance. If they have 


a job they will know what the working 
habit means and that is one step on the 


road to victory. If the business women 


generally knew that they could make 
more money at life insurance than in 
other pursuits, more of them would 


come into the game, and the level-head 
ed agency manager will appreciate this 


in the future. 


Women 


tect them in their days of dependence 


need life insurance to pro 


Young men who have married working 
that 
can work if anything should happen to 
the husband, but it 
that these 


women frequently say their wives 


should be remem 


hered women are taken out 
ranks of the wage-carners in 


that 


of the 


ordet to become WIVCs, and while 


there has been an 
Men of 


take out 


they are wives eco 


nomic loss. this class who re 


fuse to msurance are 


simply 
refusing to indemnify the economic val 


ue of their If the husband dies 


lost 


Wives. 
and they return to work, they have 
that 
carned if they had not married, 


all the wages they would have 
and this 


is not fair to the 
Mrs. M. T. 
Dallas, 


nature, 


wile 


Rogers, Kansas City Life, 
Fexas, a keen student of human 
hundreds 
that she be 
women 


Won Nn 


be cause 


who has interviewed 


of women prospects, said 


lieved in life insurance for from 


every possible angle. agents 


are vood agents they see the 


Miss Anne Kirkwood, Mutual Benetit, 
Minneapolis, several years ago wrote a 
that she to take 


a trip to the Orient, and she came back, 


policy so large was able 


and worked harder than ever. She 
doesn't understand why life insurances 
is not just as necessary to the protec 
tion of men and women alike. They 
both need it. Every woman in the United 
States with an income is a_ prospect 
for life insurance. When the Govern 
ment put on the inheritance tax, there 
were no dividing sex lines: It applied 
to men and women alike, thus enlarg 
ing the scope of life insurance and pro 
viding a good argument for the writing 


ol large poli ics On women 


Mrs. Cora BL. Fithian, Vacific Mutual 
Life, Los Angeles, is head of the women’ 
department of that company She 
also talked of the vreat licld of women 


prospects, that there are 
gainful 
States. 


Many women who came into life in 


pointing out 


twelve million women in occu 


pations in the United 


surance when the 


men went to war will 


stay in it because they have found an 
occupation for which they are well fit 
ted. 


production by 


They have made life insurance 


men easier for the 


men 
agents. 

Mrs. Fithian discussed the statement 
that 30 per cent. of the nen do not take 
imsurance because of objection by their 
wives. If the territory is thoroughly 
and consistenly operated by women 
that 30 per cent. will dwindle When 
Mrs. Fithian wants to write a man she 


lirst goes to his wife and convinces her 


of the necessity of the insurance Phe 
rest 1S easy 


Mrs. Fithian « 


an appeal bor the 


oncluded her talk with 


trictly women's de 


partment She has fourteen) women 
agents in her department, and many of 
them are doing exceptionally well. 
Miss Rockwell, of ( leveland, told of 
her life insurance talks to women 
nurses in that city. Out of one gradu 
ating class of thirty-seven nurses 
twenty-live of them took out policies 


Be a Life Insurance Salesman, Not 
A Peddler of Funeral Benefits 


Dr. H. C. Castor, Chicago, Likens Agent Who Sells $1,000 Policies to 


the Peddler—Nathaniel Reese, Detroit, Advises Agents to 


ay 


An Occasional Visit to the Poor House for Inspiration—Direct 


Attention to Monthly Income. 


(Special to The Eastern Underwriter) 

Pittsburgh, Sept. 29 That avents 
who do not talk larger sized policies 
are not realizing their responsibility to 
the community was the text of a dis 
cussion here this morning 


Dr. H. C. Castor, Connecticut Gen 
told the that 
sells $1,000 policies is not 


selling 


eral, Chicago, convention 
the man who 
salesman, but i 


He is first aid to the 


an insurance 


funeral benetits 


undertaker, not to the family of the in 


sured. Branching into monthly income 


Dr. Castor called attention to the pra 
tice in many household 
paying the monthly bills 

To the husbands who regulate eit 
houscholds in this ire est to 
submit an insurance propositio 1a 
pro-rata basis, the annual p im fall 
ing due every month: and thus the wit 
will expect to pay the Msurance ll 
along with all the thie bs 
come every mol th nm view f the 
S1O.00K) cdue ition 1 (,overnment Wart 
Risk imsurance thre went hould solicit 
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on a minimum basis of $10,000, and 
regard $100,000 as his maximum. In 
Chicago many orkmen are drawing 
double what they did before the war. 
Therefore, there has been a= great 
erowth in their insurance needs. 


Dr. Castor is a firm believer in in- 


surance sold for protection, and he 
favors ordinary life. 

Nathaniel Recse, Provident Life & 
Trust, Detroit, said many agents lost 
sivht of the fact that the prime reason 


for insurance is to protect the man him 
self. 

The fact that 90 per cent. of the men 
reaching the age of sixty have not a dol 


lar to their names was worthy of more 


than passing notice. Iéven life insur- 
ance agents who preach thrift, saving 
and insurance, find themselves in the 
sume class often. The big thing to 
hear in mind is that men want protec 
tion from the years sixty to seventy, 
when it is needed. 


Nothing will pull a man down quicker 


than to reach such an age and_ find 


himself financially embarrassed; it not 
only takes the punch out of him, but 
lack of 


respect from members of his own fam 


often results in alienation or 
ily. 

Mr. Reese, was in a tailor shop in De- 
entered 
whose clothes looked seedy. “See that 
the “Once 


the best-dressed men in 


troit recently, when a man 


chap,’ commented tailor. 


he was one of 
Detroit, a good customer of mine. To 
the 


would 


morrow, he goes to house.” 
Mr. thought it 


a lot of 


poor 
Reese do agents 


eood to pay a visit to a poor 


the 
people there the stories of their careers, 


house oceasionally, and get from 


and what led to their financial down 
fall. 

C. J. Rockwell, Equitable Life, Pitts 
burgh, felt it the duty of very agent to 


sell his prospect sufficient life insurance. 
The agent should keep out of his mind, 
the size of the policy, having before 
him always the vision of what income 
is enough to protect the insured when 
he will need it. 

Woodbridge, Life 


Insurrance Society, Boston, also made 


George equitable 


a plea for income insurance. He quoted 
that the 


companics have not been able to 


livures showing ereat trust 


pay 


more than 3.24 per cent. on trust secur 


ities Over a certain period of years. 


Ik. S. Albritton, Minnesota Mutual, 
St. Paul, coined a new expression in 
life insurance—“the ambitional total.” 


He said that every man has in the back 
of his head what he feels is the amount 
of insurance he would like to carry, and 
the thing for the agent to do is to learn 
other words, 


what this amount is. In 


he should ascertain from the prospect 


“what is the amount of insurance you 
eventually hope to carry?” 

Mr. Albritton has no tixed rule for 
determining what the ambitional total 


should be, but he talks and measures his 
dollars of 
believes in the 


man in terms of annual de- 


posit. He tithing 


SYS 


tem. Thus: a man with an income of 


$1,500 a year should pay $150 a year for 


life insurance. A man with a $10,000 
income should pay $1,000 premium. 

J. Everett) Hicks, Mutual PBenelit, 
Boston, said in his office, agents were 
trained to talk monthly income, with 
the result that policies are averaging 
double what they did. 


Twisting of Industrial Life Policies 
Declared to be Unfair and Unwise 


S. S. Voshell, Metropolitan Life, Brooklyn, Says Agents Have No 
Sense of Obligation, and Are Untrue to Calling Who Try to 


Twist Industrial 


Policies—Industrial 


Agents Pave Way for 


Ordinary Production, Says D. C. Sinelair. 


(Special to The Eastern Underwriter) 


Pittsburgh, Sept. 30. Industrial 
agents were given the opening part of 
the program this noon, under the leader- 
ship of Jesse L. Scott, of The Prudential, 


Detroit. 


One of the speakers, S. S. Voshell, of 
the Metropolitan, stopped in the midst 
of some stories about industrial policies 
which later led to large ordinary pol 
the practice that 
have of “knock- 


icies, to condemn 


many ordinary agents 
ing” industrial policies. 


“The 
breeder of ordinary policies, but it is 


industrial policy is not only a 


an educator for life insurance,” he said, 
“and you men have no sense of obliga 
tion and are untrue to your calling if 
you try to twist an industrial policy. It 
is unfair competition and it is most 
unwise. It will never be done by any- 
body who appreciates what the indus- 
trial men of America have performed 
in acquainting the public with the in- 
Surance idea. Industrial insurance cre- 
ates the habit of insurance.” 

Mr. Voshell, who is a brother of 
President Voshell of the National asso- 
ciation, who is the father of Voshell, the 


tennis crack, and who is himself presi- 


dent of the New York association, has 
been in industrial insurance for forty 
years. 

He told) many interesting stories 


about his industrial policy holders, 
now wealthy, carry 
but 


who have their industrial policies on the 


many of whom ar 


large lines of ordinary insurance, 


wall, framed, and would not give them 
up for the world. 

Donald C. 
New 


ordinary agents present 


Sinclair, of the Metropoli- 
York City, said that many 
had 


was an ordinary 


tan in 
been in 
dustrial men, but he 


man who had gone into the industrial 


end. He said that ordinary men should 
have great respect for industrial agents, 
of what they accom 
that 


them are large writers of ordinary. In- 


not only because 


plish in education, but many of 


insurance started in 1856, 
of the 
England because the workers on strike 


could not afford to bury their dead. It 


dustrial was 


at the time cotton mill strike in 


spread to America in the memory of 
agents in the had 
grown until at the present time there 
are $4,500,000,000 of industrial insurance 


there 


many room, and 


in force in this country; 
ly 60,000 
and there are 45,000,000 policies in force. 


are near- 


industrial insurance agents, 


Che industrial agent is a hard worker. 


This morning, Mr. Sinclair addressed 
a gathering of Metropolitan agents 
here, and the meeting was all over at 


8:30 o'clock because at that time they 
all started to work, and kept at it until 
long after 5 o’clock because these were 


just so many people to be seen and it 


was up to the agent to see them, 


The industrial agent makes the work 
of the other agents easy by paving the 
way. He does not sell individuals; he 
the The 
gather around and hear the agent’s little 
insurance talk and latet 


sells whole family. children 


on in life when 
they hear about ordinary insurance they 
they have 


are prepared to take it as 


told the 
These 
checks come without fail and promptly 
after death; they 


life insurance. 


been msurance idea years be- 


fore. familics have seen the 


know the benefits of 


But too much stress has 


been laid on the words, “industrial in 


surance.” There are no longer 


exclusive industrial agents, as all of 


them sell ordinary, too, even though it 


be only an occasional policy. 

Charles J. Edwards, of Brooklyn, 
paid a high tribute to the educational 
work done by industrial agents, who 


have made the work of the ordinary 


agent easier, who have built the founda 


tion of life insurance. He also paid a 


tribute to their patriotism and their war 
loan activities. 


work and 


Other this line 
Charles W. Scovel, Pittsburgh; 
MeIntosh, Cleveland; 


speakers along were 


( corge 


W ox d- 


C,eorge 


bridge, Boston; and an agent named 
Walker, of Lansing, Mich., who said 
he had been an industrial agent for 
seven years, and would not have ex- 


changed that experience for a college 


education, 


Life Insurance Salesmen Cannot 


Be Hired on Personality Alone 


Important Session On “Best Methods of Selecting Agents” Almost 


Crowded Off the 


Program—Discussion Showed 


Necessary 


Qualities Include: Character, Industry, Knowledge, Health and 
Closing Ability—Graham C. Wells, Presided. 


The 
sept. 30. 


(Special to Mastern Underwriter) 


Pittsburgh, There were so 
many things to talk about that the sub 
Be st Methods ol 


almost 


ject ol 
Avents” 


Selecting 
wis crowded off the 
program, much to the disappointment 
ot some of the superintendents of agen 
cies who were attending the convention. 
It will come up 


again tomorrow in an 
other form, “Scientific Training.’ Thi 
afternoon's discussion on training was 


led by Graham C. Wells, of Pittsburgh, 


who introduced Dr. Charles J. Rock 
well, of the Woods Agency; Ilarvey 
Weeks, Provident Life & Trust Co., and 
one or two other speakers, none of 
whom talked for more than five min 
ules. 

The principal point made by the 
speakers was that an agent cannot be 
hired on personality alone Some of 


the best salesmen with convincing person 


alities have landed in’ state prison. 
Character, industry, knowledge and 
health are necessary also, but even with 


these five characterisites the salesman 


must know how to close. 


Rock 
analog- 


In discussing personality, Dr 


well said that it was something 
ous to the beautiful woman who finds it 
impossible to have a good picture taken. 


Her coloring o1 item which 


some other 
predominates in her attractiveness can 
not be The 


considered by the 


registered by the camera. 
principal 


Woods 


intelligence, 


points 


agency are physical qualities, 


personality, integrity and 


qualities of leadership. 


“We cannot always tell when a man 


will succeed,” said Dr Rox kwell, “but 
we can drop the failures 

There is no doubt that scientific se 
lection of men is important and that it 
pays. In the army, officers were s¢ 


lected by tests and most of them made 


good. There are 


tests which will help 
us pick out good salesmen They are 
not always infallible, but they do pre 
a lot of 


vent waste, 


Use the Kick of Thrift Through 
Life Insurance to Eradicate Bolsheviki 


Folks Practicing the Thrift Habit Do Not Want to Overthrow the 
Government, Says Chairman J. J. Jackson, Cleveland; Charles 
Dibble; C. L. Miller; Graham Wells, Pittsburgh, and Edward 
Thurman, Cleveland, Also Spoke on Thrift. 


(Special lo The Lastern Underwriter) 


Pittsburgh, Sept. 29 Phrift and it 


Functions in Life Insurance” opened 
this afternoon's convention of the Na 
tional Association of Life Underwriters, 


J. J. Jackson, Aetna Life, Cleveland, he 
ing in the chair. 


Mr. Jackson said that the thrift mov 


ment was the best way to combat the 
Bolsheviks The two simply do not 
go together. If you are thrifty, you 
are not a radical who wants to overturn 
the government 

“The Bolshevik is a man who, not 
having a dollar of his own, wants to 


appropriate your dollar,” he said. 
‘Thrift is the habit of saving, and the 
best way to get the habit is by taking 
it life insurance and not letting it 
lapse he life insurance fraternity is 
the best promoter of thrift in the uni 
verse During the last two years 
25,000,000 people in the United States 
have learned thrift by buying stamps 
and bonds; and they have been sur 
prised at the ease with which they can 
save. Life insurance men must carry 
on this great work and keep the thrift 
habit functioning The great evils in 
America before the war were get-rich 
quick schemes and gambling. System- 
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atic savings should take their place. 


Herman Moss, Equitable Life, Cleve- 
land, also gave his testimony to the ef- 
fect that life 
of thrift. He told of the new chapter 
in Professor James’ book on war prob- 


insurance was a breeder 


lems, the chapter telling how life insur- 
ance promotes thrift. Thus life insur- 
ance is recognized in the world of eco- 
nomics at its true significance. 

Mr. Moss said that in one place in 
workmen 


Southern Germany 


gaged fourteen hours a day in the at- 


are en- 
tempt to gain back for that country its 


supremacy in the commercial export 


business. On the other hand, there is 
an ep demic of waste and extravagance 
exaggerated by strikes which are 

We must 
try to 


here, 


limiting production. cut out 


extravagance, and arrive at a 


solidarity of economy, thrift and con- 
sistent labor. 

Charles Dibble, Northwestern Mutual 
Life, C. L. Miller, Guardian Life, Wis- 
consin; Graham Wells, Provident Life 
& Trust, Pittsburgh; and Edward Thur- 
man, Phoenix Mutual Life, Cleveland, 
also discussed life insurance and thrift. 

Mr. Wells told of the merits of long 
term endowments, illustrated with this 
In Denver there is an old street 
gray mare 
Having arrived 


story: 
car line 
pulls a car up a hill. 


where an ancient 
at the top the horse is placed on a back 
platform of the car which then coasts 
down hill. This, said Mr. Wells, is the 
story of the long term endowment. The 
policyholder pays the premium for a 
time; then he gets on the platform and 
coasts to security in old age. 


Agents Have “Just Started” To Insure 
The Rural Gentry, says J. R. Roseberry 


Jacoby, Niagara Falls, Makes Policies the Filling Between Picking 


Peaches, Grapes and Tomatoes. 


He Leaves Convention for One 


of His Incursions te the Country—How H. T. Miller, Minneapolis, 
Puts Them Across By Specializing. 


(Special to the Eastern Underwriter) 
Pittsburgh, Sept. 29.—Judging from 
the number of men who begged for a 
chance to speak on the topic today the 
most interesting subject of discussion 
was “Life Insurance for Farmers,” led 
by J. R. Roseberry, Metropolitan Life, 
Columbia S. C. 

The testimony is to the effect that 
the 
half 


write 
been 


agents have just begun to 
rural they 


canvassed yet. 


gentry; haven't 

That agents are eager to write farm- 
ers, was demonstrated by an agent who 
said his name was Jacoby, and that he 
hailed from Niagara Falls. Instead of 
taking a vacation going to New York 
or Toronto to see the ball games and 
the shows, he gets wind of a wealthly 
farmer who needs help and then offers 
his services picking peaches or tom- 
atoes. After a few days’ work, while 
the family is gathered about the even- 
ing table discussing the fruit trust or 
the packers’ Mr. Jacoby 
sympathetic auditor in 


combine, 
proves the most 
the world and then swings the conver- 
sation easily over to life insurance. 

His patience and hard work must be 
rewarded because he said he was going 
to leave this convention and go picking 
gtapes near Batavia. It takes all kinds 
of men to make up a world of life in- 
Surance agents. 

Mr. Roseberry explained how he sells 
life insurance to the farmers. He does 
it by the intensive cultivation process, 
sending his men right to the farmers 
and giving them the real life insurance 
education, not the kind that bankers 
and part-timers hand out. He has dele- 
gated one day a weck as “Rural Day” — 
Mr. Roseberry never uses the expres- 
sion “farmer” or “farm’—and on that 
day his agents shake the dust of the city 
—Columbia is the city—and go into the 
rural communities and preach the real 
life insurance faith to the ruralists. 
This is so successful that the agents 
wait for this day of the week with 
something akin to eagerness and after 
the day with the ruralists they return 


to the urban environ, much refreshed, 
happy in the possession of many appli- 
and all after the 
urbanists with 


cations, ready to go 


more zeal than ever. 

Mr. Roseberry has also opened rural- 
ist offices in different places, and if 
there is any ruralist in his territory who 
doesn't hear life insurance gospel, it 
will not be his fault. 

Mr. Roseberry conceived the idea of 
sending his agents out into the country 
for a day or two each week and the re- 
sults have been most gratifying. In this 
connection he said: 

“Two years ago I inaugurated in my 
district the ‘Day in the Country’ idea and 
urged my town men to use this as a part 
of their weekly routine. At first a 
responded to the idea and the results 
were so encouraging that others followed 
and now it has become so fascinating that 
I am a little apprehensive that it 
cause some neglect of our town field. 


few 


may 


“Apart from the increased results which 
have been very flattering I believe I can 
see that this variety of field has been a 
valuable diversion to my men and brings 
them back to town refreshed and invig- 
orated, stronger and more alert for the 
days that follow. 

“Working out this plan my agency will 
pay for around two million ordinary bus- 
iness this year and half of this will be 
upon the lives of farmers and this produc- 
tion, may I remind you, will be the work 
entirely of men who collect industrial 
debits in town and sell substantial amounts 
of industrial insurance. 

“My theory is, however, that the sale of 
life insurance in scattered sections should 
not depend upon any of the methods above 
described ; but that much of our rural ter- 
ritory can and in time will be thoroughly 
organized with full time resident life in- 
surance agents. 

“Ts there any good reason why a life 
agent and his profession may not thrive 
and become a thoroughly independent and 
self supporting proposition in any rural 
community where a physician can be in- 
dependent and self supporting? 


“T maintajn that the only reason that life 





insurance is not bought and sold in vastly 
larger amounts in every rural section is 
not because the rural prospect is not just 
as willing a buyer as his urban brother 
but because his insurance education has 
been left to the itinerant solicitor or more 
to the part time artist at the nearby town 
or the village cross roads. 

“Life insurance has become almost as 
essential to the economic life of the com 
munity as food is to the life of the hu 
man body; but while hunger drives man 
forth to find and take his food from the 
storehouse of nature, or more modernly, 
to seek out and buy from those who sell, 
he will not of his own accord seek out 
and demand insurance; but when sought 
skilled 


who can strike the responsive chord in his 


out by the trained and musician 


conscience he readily buys that for which 
he would in extremity go hungry to main 
tain. 

“In South Carolina we have already es- 
tablished agencies with small towns as a 
center with the idea of working the towns 
for an industrial debit and the surround 
ing country as added field for a systematic 
canvass for ordinary business; and while 
details are unnecessary, I may say that our 
experiments have been highly successful 
and we believe that any territory may be 
thus successfully organized. 

“Nothing has been done in the South to 
ward working industrial insurance in rural 
sections. The field is so big and even the 
towns as yet so little developed in this 
line that it may be some years before in 
will be carried to the 
That this is fully possible, 


however, is fully 


dustrial insurance 
rural sections. 
proven by many rural 
sections in the East, notably in large sec 
tions of Maryland where the rural popula 
tion has for several years been systemati 
cally worked for industrial insurance with 
gratifying results. 


“That the 


buy and faithfully carry industrial insut 


rural industrial classes will 


ance is beyond dispute; and my theory is 
that any section capable of supporting an 
R. F. D. 


worked for 


mail route can be successfully 


industrial insurance. 
“My friends, already the field of life in 
bare ly 


touched ; and when we think of the rapid 


surance in scattered sections is 
development and growth in wealth, popu 
lation and intelligence of our rural popu 
lation which is being wrought through 
free mail deliveries, good roads, improved 
modern agri 


transportation, telephones, 


cultural machinery, etc., it behooves us to 
be up and doing. 

“Then think, friends, of the wonderful 
development which time, industry and 
science will bring still to our rural se 
tions. Every state has its unproductive 
lands which only await the touch of cap 
ital through scientific fertilization, drain- 
age or irrigation, to spring into produc 
tion and become the future home of men, 
and wealth, and life insurance.” 

Mr. didn't kind 
word of any kind to say for the part 


time man in the country, and the bank- 


Roseberry have a 


ers also came in for denunciation, par 
ticularly the way in which they handle 
promissory notes. If a ruralist gives 
a promissory note, it can be taken for 
granted that it will have an insurance 
denoument some place along the route. 
the the 
time men for the fact that the farmers 
are under-insured. The most remark 
able part of the work of Mr. Rose- 


berry’s men is that they are jndustrial 


He blames bankers and part- 





J. Stanley Edwards 
Is Elected President 


(Special to The Eastern | 


Sept 30. J 


derwriter) 
Stanley Ed- 


of the Aetna Life, Den 


Pittsburgh, 
wards, managet 
ver, has been elected pres dent of the 
National 


writers 


Association of Life Under- 


He has been 


through his 


an Aectna man all 


business career, his father, 














EDWARDS 


J. STANLEY 


Aetna Life Insurance Co., Denver, Colo. 
the late A. W. Edward having been 
manager before him 

Mr. Edwards w luat t] 
University | | 
noy it | 

nl il | 
he \ J 
189, iit \ ! i ] 

Nn il ( en ( 
he became manager 

For ltcel ( M | | " 

na ‘ da n | 

Ve yea oft il ( ri ( i 
member of the ‘ itive ( } 
] ivill been ¢ 1 in last \ He 
has il ) been , % pre Ie gE oz Ft 
\ ition 

The two new vice-pre lent 
association are Graham Well general 
agent, Provident L. & T., P urgh, on 
of the leading general agents of that com 
pany; and Frank E. Brodnax, Volu 
teer State Life, South Carolina. F. W 
Ganse, Columbian itional Boston, 
is secretary and W k Atkinson, 
Northwestern Mutual, Brooklyn, treas 
ure! 
agents. They show a diversity of out 
look, a sympathy for humanity, an un 


derstanding of insurance and a grasp of 
affairs which cannot but win success 


H. T. Miller, of Minneapolis, 
cently 


who re 
banke T 


agents in no uncertain terms; told of an 


gave his opinion of 
agent in his territory who is making an 
astonishing success because he knows 
should be, 


has fixed a boundary line and has never 


just how big his territory 


crossed that line. As a result he knows 
every man, woman and child in his ter 
the 


other 


babies, 
facts 


and keeps tab on 


their 


ritory, 


putting names and 
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WE strive to aid in 
carrying forward to 
higher stages of devel- 
opment the business 
which is our life work 


SIGOURNEY MELLOR, General Agent 
(Successor to Mellor & Allen) 
THE PROVIDENT LIFE AND TRUST COMPANY 
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about them in a little book which will 
be used for reference fifteen years from 
now. Mr. Miller said that this agent 
always gave himself a quota of a little 
bit more for the year to come, and, as 
a result of his intelligence, his system, 
his methods and his hard work, he 
jumped from $100,000 to $125,000 a year; 
then to $150,000, and so on, up to three 
quarters of a million, which he is writ- 
This agent was formerly a 
lawyer, and it will be seen that he uses 
Mr. Mil- 


ler has a number of agents working 


ing today. 
his head to good advantage. 


along the same line that this agent does. 
fe is full-time man from the ground 
up. 

R. U. Darby, Massachusetts Mutual, 
Baltimore, had 
years’ experience in country districts, 
that lost 
the examining doctor is not on the job. 


who has twenty-three 


said many a case is because 
When he arranges for a physician to do 
some examining work for him, he tells 
the M.D. that it is just as important to 
get that examination made right away, 
as it would be if it were a broken leg 


case. 


Alexander, 
Angeles, 


Edmund Pacific Mutual 
Life, that he had 
once sold a farmer by showing him a 
picture of a banquet taken in a” new 
dairy barn where the guests ate between 
rows of cattle. 


Los said 


Showing the picture after 
thought, the farmer having previously 
said he had The 
picture struck his fancy and he loosened 
up for a policy. 


was an 


enough insurance. 
The convention waited 
until Mr Alexander painted the moral. 
This is it: “If you can’t interest a 
farmer in insurance, change your tact, 
and try to interest him in something 
The convention looked a little 

Later Mr. Alexander presented 
a copy of this unique photograph to the 
Life Insurance Salesmanship 


else.” 
dubious. 


Carnegie 
School. 

A. M. Kemery, Prudential, Columbus, 
Ohio, made the bold statement that 
countrymen are more interested in their 
families than city men are. Applause 
from all the country agents. Therefore, 
the appeal of life insurance protection 
goesybigger with the farmer than any 
one else, and he is easier to sell. 


Carnegie Institute Course Starts; 
Practical and Technical Training 


Dr. Stevenson, G. M. Lovelace and Major Yoakum on the Faculty— 


Field Practice and 


Discussion Groups 


Among Features— 


Winslow Russell Predicts Many Such Vocational Schools in 


Future. 


(Special to The Eastern Underwriter) 

Pittsburgh, Oct. 1.—Fifty students, 
some of them from as far distant as Hal- 
ifax, Nova Scotia; and Seattle, Washing- 
ton, began a course of life insurance sales- 
manship today in the Carnegie Institute of 
Technology, Dr. John A. Stevenson, G. M. 
Lovelace and Major C. S. Yoakum, in 
charge of the course told the convention 
all about it. - 

The subjects of instruction are func- 
tions of life insurance and underwriting 
practice, principles of life insurance, prin- 
ciples of salesmanship, field practice and 
discussion groups. 

Actual experience in finding and looking 
up prospects and in making sales and pre- 
paring propositions will be arranged for 
each student who has the approval of the 
agency manager of the company he rep- 
resents. 


Arrangements with Pittsburgh life in- 
surance managers have been made so that 
the students can get this practical expe- 
rience in the field. The big idea of this 
vocational training is to turn out men 


with the essentials to make successful 
salesmen. 


The experience and methods of success- 
ful agents have been analyzed and used. 
Material not essential to the selling of life 
insurance has been vigorously excluded. 

Winslow Russell, said that the Carnegie 
school will he a parent school and that be- 
fore many years there would be a large 
number of vocational life insurance 
His son is one of the students. 
The faculty has five members. The class 
which started today will end December 16. 
Another class begins January 5 and the 
spring quarter opens April 5, 1920. 


schools. 


Getting Business Like Courting a Girl: 
Hawe the Goods and Keep on Calling 


Herman Kramer, Penn Mutual, Gives Talk on Human Nature Study— 
Real Salesman is One Part Talk and Nine Parts Judgment—Any 
Territory is Good Territory to A Good Man. 


(Special to The Eastern Underwriter) 
Pittsburgh, Sept. Kra- 
mer, an agent of the Penn Mutual Life 
in Chicago, helped to enliven the very 


29.—Herman 


interesting proceedings at the morning 
session by offering some human nature 
Studies which have helped him make a 
success. Here are some of his observa- 
tions: 

Getting business is a good deal like 
courting a girl; you must offer the right 
kind of goods and then keep on calling. 
A good salesman is as full of bounce as 
4 cat with a small boy and a bull terrier 
after him. 


Any territory is good territory to the 


man who is himself good. The man 
makes the territory; not the territory, 
the man. 

Stock up your brain so that when the 
demand comes you can supply it. 

Hot air takes a balloon up a long 
ways, but it can’t keep it there. 

The lady. on the dollar is the only 
woman who hasn’t any sentiment in 
her make-up. 

Have something to say; say it; stop 
talking. 

Enthusiasm is the best shortening for 
any job; it makes heavy work light. 

Putting off an easy thing makes it 


hard, and putting off a hard thing makes 
it impossible. 

A man who does big things is too 
busy to talk about them. 

A tactful man can pull the stinger 
from a bee without getting stung. 

The short cut to success is hard work. 
A pleasant road, too, when you come 
to get acquainted with it. 

“Talk is cheap.” Therefore, 
hand out too much of it. 


don't 
If you do, you 
and your proposition will look cheap. 

Every man looks with suspicion upon 


any plan necessitating his giving you 
money. The way to dissipate suspicion 
is to prove to a man that he is making 
a mistake if he does not give his money. 

Truth is mighty and will prevail. Just 
tell the truth, but tell it as if you be- 
lieved it, too. 

A real salesman is part talk and 
nine parts judgment, and he uses the 
nine parts of judgment to know when 
to use the one part of talk. 

Self-reliance is the ability to guide 
oneself. 


one 


“Inheritance Taxes” Has Big Inning In 
Which Fuller and Ganse Are Featured 


Side Track Short Term Notes and Protect Estates by Means of Life 
Insurance, Says Fred W. Fuller, Who Presided Over Discus- 
sion—Franklin W. Ganse Reads Able Paper on Subject, Which 
Was Enthusiastically Received by Convention. 


(Special to The Eastern Underwriter) 
Pittsburgh, Sept. 30. 
had the floor today for about an hour 


Inheritance tax 


discussion was conducted under 
of Fred W. Fuller, of 


and Franklin 


when 
the 
Springtield and 
W. Ganse, Columbian National, 
Mr. Fuller was introduced as the man 
whose paid premiums were the largest 
in the United States last 
having written $11,000,000 of business 
He made 
the 
some 


auspices 
Joston; 


Joston. 


year, and as 
the du Ponts. 
talk, 
insurance 


on one family 
only a_ short emphasizing 
idea that life 
thing definite to a man in protecting 
Every man who creates an 
He regards 


offers 


his estate. 
estate wants to protect it. 
the preservation of his estate with the 
that he re- 


sentimental interest 


same 
gards his family. Many men have told 
life insurance agents that they will 


protect their estate by means of short 
done 


term notes, etc. but it can be 

more effectively by means of life in 
surance. The agent must know his 
business and all about the taxation 


question when he calls because if he is 


not prepared he had better r main 
away. 
Mr. Ganse read a paper on “Life In- 


surance To Cover Inheritance Taxes,” 
saying in part: 

“Inheritance taxes, and so inheritance 
tax life insurance, are here to stay, for 
awhile at We should all take 


part in this new field of service and pro- 


least. 


duction. 

Our 
be to provide estates for those 
have not yet them. Now, the 
protection of existing estates becomes 
almost equally important. We provide 
estates before, and protect them after 
they are created. 

“The 
estate is almost have 
will. (If he has not, we should make him 
do it—but that is another story.) This 


principal business will always 


who 


created 


man who already has a large 


sure to made a 


will disposes of all his assets, to vari- 
ous Perhaps, like Mr 
Carnegie, he will leave specific bequests 
to various beneficiaries; and the residue 
of the estate, that is all that 
after paying debts, expenses, taxes, and 


beneficiaries. 


remains 


those specific bequests, he will leave to 
say his wife, or his children, or to some 
favorite charity. But present-day con 
ditions, and particularly these large es- 
tate taxes, put his bequests in danger 


unless his estate is well supplied with 
cash. Mr. Fuller told us last year of 
150 estates, only one of which had cash 
enough to even pay the Federal tax. 

“T have just examined five new mod 
erate estates in Massachusetts, and find 


as follows: 


Taxes and Cash on 

Estate Assets Expenses Hand 
116,000 7,000 752 
144,000 10,000 3,321 
149,000 11,000 10,199 
183,000 14,000 316 
197,000 16,000 523 

“The last of the five contained also 


$10,000 life insurance payable to the es- 





Haley Fiske Speaks 
At Annual Banquet 


(Continued from page 1) 


this with the present time when companies 
are banded together in two great organi- 
zations, and agents have their associations 
all over the country, which in turn are 
welded into the national association. He 
described the liberalities of the present 
day contracts, and speaking of loans, com- 
mented sharply on the great size of the 
liens on policies placed by men who are 
depriving their wives and children of the 
full amount of the benefits that should be 
case of 


received from the insurance in 


death. 


In closing Mr. Fiske dwelt on the great 
power of general agents in being able to 
make or break agents, and said that the 
most painstaking care should be taken to 
instruct them properly and see that they 


proceeded along the right paths. 


Other speakers were the new president 
of the National Association of Life Un- 
Stanley Edwards, who 
warned against the growth of anarchy and 
lack of respect of Americans for Ameri 
‘an institutions ; Colonel Cholmeley-Jones, 
of the War Risk Bureau, who made his 
and 


derwriters, J. 


third insurance speech of the day; 
Dr. F. C. Wells, medical director of the 
Equitable Life who 
made a splendid talk on conservation. 


Assurance Society, 
The director of the War Risk Bureau 
that the future 
might see a uniform contract in life insur- 


caused a stir by saying 
ance which would be issued at the lowest 
net rate, and which people would walk 
into an insurance office and buy unsoli- 


cited. 
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@ Be Proud of your business, 
always remembering that : 
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tate, bringing its cash up to two-thirds much so that the difference would meet To Feature o'clock, that during the next hour and 


of the amount needed. 

“You will recall the very strong open- 
ing which Mr. Fuller described in his 
talk last year, in which he asks: ‘If you 
had a wealthy friend who owed a lot 
of debts, do you think he ought to 
carry life insurance to protect his es- 
tate?’ The answer is generally, ‘Yes,’ 
when Mr. Fuller goes on: ‘How much 
life insurance do you carry to protect 
your debts?’—the debts referred to be- 
ing Federal and state inheritance taxes. 

A Draft Payable When Needed. 

“This Federal Estate tax debt, for 
example, is just as the draft for its 
amount, which would be $357,812 on a 
$5,000,000 estate, were already made out 
and ready to be sent thru the bank from 
Washington. But it cannot yet be 
forwarded for acceptance or collection. 
The maker of a draft contracts when 
he sends it for collection, that the 
drawee owes him the money and will 
pay the draft. But an event must 
transpire before this debt is valid— 
an event which never seems to happen 
at the right time—the death of the man 
who created the estate and made the 
will. Then instantly the draft is good 
for its full value, for it is a lien for 
ten years, unless paid in full, on every 
asset in that entire estate. And this 
does not represent a purchase or other 
addition to the estate. No equity goes 
with it. Unlike the other debts of the 
estate it asset, past, 
present or future. 

“The fact that this debt has no offset 
makes it absolutely necessary to pro- 
vide for its payment if the estate is 
not to be cut down to that extent. 

“If you can make a real financier 
face the question, ‘are you or your 
executor going to finance this debt?’ he 
will never answer it wrongly. He has 
financed his estate thus far and he will 
not fail to provide in some way for a 
known obligation. 

“Ask any real husband, ‘how long do 
you want to support your wife—as long 
as you live, or as long as she lives?’ 
So the wealthy man will want to finance 
his estate if possible, until it is di- 
vided up according to his will. This is 
only to say that, having made a will, 
he is interested to see 1t carried out as 
nearly as possible, and will make the 
necessary provisions when he knows 
what they are. Otherwise his will may 
become his won't. 


represents no 


“His lawyer will draw his will in 
legal form, but he will generally assume 
that debts, funeral expenses, taxes, etc., 
are of course, to be paid out of the 
assets, whatever may be the effect upon 
the estate. 

“When the amount and nature of 
this debt are clearly realized, the man 
who says he doesn’t care how it may 
have to be met, even at a great loss to 
his estate, is as absurd as though he 
should say that, being worth $750,000 
he should not care if $100,000 of it 
were stolen the night of his death. 

“The only real question for a good, 
far-sighted business man will be, ‘How 
Shall I finance this obligation?’ 

“He may think that cash on 
cash securities should be always on 
hand to the amount required. But this 
means an impaired income, often so 


spot- 


the necessary premiums. Freedom of 


investment, and the combination of 
personality with capital are worth sev- 
eral per cent. to a man of financial ex- 
perience and ability. To idle 
capital to meet such a debt is not good 
financing. The right and business-like 
way to provide for a debit entry which 
death makes on the books, is by a credit 
which death makes available. Any other 
method of paying such a debt does not 
estate, but only 
what assets shall be wiped out to pay 
it. 

“So much for the debt and its pay- 


carry 


relieve the decides 


ment—lIet us go back to the will—is it 
carried out as drawn, or not? 
Suppose an estate worth $1,000,000 spe 


to be 


cific bequests to charities, brothers, sis- 
employees and 
amount to $500,000, and the 
residue is left to the wife. The taxes 
and expenses amount to $150,000. So 
the wife gets only $350,000, though her 
husband willed her half of a 
dollar estate. Put it the other way 
round. The wife gets $500,000 and the 
residue Harvard University. 
In this case, Harvard pays the taxes 


nephews, nieces, 


servants 


ters, 


million 


goes to 


Learn all you can about 
your client’s will, but you don’t need 


and expenses. 


much information to ask, ‘of course you 
have made a _ will?’—and, ‘whom are 
you having bear the taxes and expenses 
of your estate?’ 

Ways to Present the Case. 

“Let the lawyer draw the will and 
we will furnish a bond that bequests 
will not be cut 20 or 25 per cent. by 
taxes and expenses. 

“On a less elaborate basis, the short, 
snappy that present day 
conditions, and particularly these taxes, 
require for an estate more cash than 
heretofore, will lead in numerous cases 
to placing a 


statement 


good, round, arbitrary 
amount of insurance in short order. 

“Another treatment for 
estates of moderate size is to instruct 
the executor to pay debts, taxes and 
expenses out of the income received, 
and provide for the support of the 
family, until the estate is closed, by 
sufficient monthly installment insur- 
ance. For example, a 5 per cent. in 
come on a $500,000 estate will in two 
and one-half years probably pay all 
such charges and leave the estate free 
for distribution. Sut it will take all 
the income to do this. Meanwhile the 
proceeds of a policy for the right 
monthly sum, payable for 30 or 36 
months only, will take care of the 
family’s support. 

“Another right-to-the-point inherit- 
ance tax sale may frequently be made 
as an entering wedge, to a wealthy 
man who has never considered life in 
surance, but who knows $50,000 is ex 
empt from the Federal Estate tax, by 
suggesting the increase of that ex- 
emption to $90,000, by adding $40,000 
life insurance payable to wife or chil- 
dren. These are good cases for single 
premium policies or short term endow- 
ments. After all we have done, there 
are many rich men who have less than 
$40,000, and they like tax exempt se- 
curities. 

“Get copies of return blank and rul- 
ings, which every agent should study in 
detail. Let your wealthy prospect sce 
what his executor will have to report 
and pay. These rulings (Regulation 
37, Revised, 1919) are not only authori- 
tative, but they are clearly expressed 
and explained in non-technical lang- 
uage. Time is not allowed to discuss 
some of the most important of the re 
cent rulings. 


short-cut 


Life Insurance 
“Thrift Day” 


(Special to The 

Pittsburgh, Oct. 1—The plans of the 
2s ee Ph “Thrift 
Day” of the Young Men’s Christian As- 
sociation, January 19 next, were explained 


Eastern Underwriter) 


for the nation-wide 


this morning by Fred B. Shipp, general 


of the Y. M. C. A. 


\mong the activities planned are these: 


secretary 


featuring life insurance will be 
There 
and 


Posters 
hung all over the country. will be 


lectures in schools, factories, other 
places, by insurance men, real estate men, 
bankers and others preaching the gospel 
of family insurance protection. 

Newspapers will write editorials and run 
articles on insurance. 

Movies will have lantern slides and reels 
giving life insurance 

The request for speakers will be mad 


by the Y. M. C. A. 


national, 


arguments. 


and the event will be 

Real estate men and bankers will expect 
insurance men to speak on their days in 
reciprocation. 

Mr. Shipp read _ the 
ments of the Y. M. C. A. 
fifth 
Insurance in Case of Your 


Command 
Day the 


Life 


Ten 
Thrift 
reading, “Carry 
Death.” 
Some other commandments are: “Make 
Your Will”; “Own Your Own Home.” 


commandment 


Insurance 

For Unemployment 
Endorsed By 

Haley Fiske 

(Special to The Eastern Underwriter) 


Pittsburgh, Oct. 1—Haley Fiske, pres 
ident of the Metropolitan’ Life, told in 


surance men here that he believe 
strongly in unemployment insurance. H¢ 
stated that the Metropolitan Life wants 
to write it; that an attempt had been 
made to have the laws amended to pet 
mit writing this coverage, but so far had 


been unsuccessful. 


Insurance 
Reporters Are 
Edition De Luxe 


(Special to The Eastern Underwriter) 

Pittsburgh, Sept. 29.—All the world 
is going to know about this convention 
The insurance reporters here are of 
the de luxe edition, equipped with larg: 
suites of rooms, personal stenographers 
to take down every word, and Fifth 
\venue clothes. Four of the reporters 
were captains in the army, and one of 
them is a captain of industry. 

Next to writing for the 
being editor of a sporting page, the 
most enviable job on a newspaper these 
days is to be a me mber of the staff of 
an up-to-date insurance paper. 


mov ies, or 


Disagree 
About 
Office Hours 


(Spec ial to 7 he Eastern Und } viter) 


Pittsburgh, Oct. 1, 1919.—W. M. Duff 
manager of the E. A. Woods Agency. 
Pittsburgh, and W. D. Mead, general 
agent of the Pacific Mutual, Seattle. 
Wash., disag reed in the convention to 
day about office hours. 

Mr. Duff, in a talk on office methods. 
outlined the agents’ day’s work. He 


thought the agent should report at 9 


] 


a half he should busy himself keeping 


a record in a book of his insurance 
down all the de- 


letters of 


transactions, putting 


tails, and writing various 


kinds to policyholders and prospects. 


At 10:30 o'clock he should make nearby 


calls. He should lunch with a pros 
pect and try and close him at the table. 
The afternoon should be devoted to 
closing cases in distant places 


Mr. Mead said that in his opinion an 


agent should go direct from his home 


to his canvass 


“If | had my way,” he said, “I would 
throw the agent's office desk into the 
strect Che farther away from his of 


lice he keeps the better.” 
Mr. Mead, who is a half million dol 
lar personal closed all of 


writer, has 


his cases within a few blocks from his 


otic 
Tarbell’s 
Daughter A 
Successful Agent 


(Special to The Eastern Underwriter) 

Pittsburgh, Oct. 1 Louise Tarbell 
Rogers, daughter of Gage FE Tarbell, 
at one time one of the leading figures 
in life insurance, attended the conven 
tion. Bred in a life insurance atmos 
phere Mrs. Rogers has had no difficulty 
in making good as an insurance agent 
in the short time in which she has been 
a life insurance woman During her 
first five months she wrote and paid 
for $135,000 of business She writes 


both men and women. 


Many Agency 
Superintendents 
Attend Convention 


(Special to The Eastern Underwriter) 


Many superintendents of agencies at 
tended the Pittsburgh Convention. A 
ey noticed about the lobby were 
Messrs. Steiner, Connecticut Mutual; 
Ireland, State Mutual; Morton, Volun 
tecr State Life; Thurman, Mutual 
Benelit; Hastings, New England Mu 
tual; Russell, Phoenix; Hunt, American 
Central; Aldrich, Equitable of lowa; 


and Murray, Home Life. 





Colwell 
May Lose 
Committee Berth 


(Special to The Eastern Underwriter) 

Pittsburgh, Oct. 1 Will A. F. Col 
well, of Fargo, continue as a member 
( le executive committee of the Na 
tional Association of Life Under 
writers? It is believed not. An attempt 


will be made to defeat him by North 
Dakota life 


Insurance men 


Winslow Russell 
Is Tendered Banquet 


(Special to The 
Pittsburgh, 
sell, 


Eastern Underwriter) 
Sept. 30.—Winslow 
and agency man 
Mutual Life; 
president of the Association of 
Agency Managers, 


a banquet tonight by 


Rus 
vice-president 
ager of The Phoenix and 


Life 
Insurance given 


Mutual 


anniver 


was 
Phoenix 
men in honor of his fifteenth 


sary as agency manager of the company. 


It was an interesting, sentimental event 
in the Phoenix Mutual family, Mr. Rus- 
sell receiving 
of the 


wires from many parts 


country. 
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“Compensation Should Follow Service; a 
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Women In Life Insurance 








By ANA KETENSKY 





ULLUANULUUAEAENMEELAOOGNAEL ANNEAL 





am tun tittl 


Miss Ketensky, who is a member of the 
Equitable Life staff at Los Angeles, made 
the following remarks in opening the dis- 
cussion by women agents at the conven- 


tion: 
Vhen the National Association ot 
Life Underwriters adopted the insig- 


nia, “Life Insurance the Greatest Thing 
in the World,” they epitomized in a 
few words an axiom that will live for 
centuries. 

Life insurance being based on life, 
and at this present time being almost 


inextricable from life ideal, IS, the 
ereatest thing in the world. Without 
life no thing is worth while. Life alone 

the capacity to enjoy all else. 


VIVES 
Life depicted on the canvas through 
the skill and brush of the artist 1s 
beautiful, admirable, but, who will gain- 
say it, pales into insignificance when ar- 
rayed beside the pulsating, throbbing, 
passionate, living form of the human. 

The next greatest thing in the world 
For it is through woman— 
the mother—that all of human 
life take expression in the world. This 


is woman. 
forms 


in itself is the most far reaching argu- 
ment for placing women in the life in- 
surance selling business. Being so 
closely associated with life itself, she, 
of all others can give assurance of if, 
and so best insure it. 

By the establishment of 
and by that I the 
woman begins to improve life, both in- 
side and out of it. And why not busi- 
ness, the life insurance business? 


the home, 


mean real home, 


It was not many years ago that wom-- 


an in business was unknown, and the 
battle for recognition in the business 
sphere been a difficult 
withstanding that in institutions where 
she is admitted equally as a student, she 
almost invariably scores a standing on 
a par with her male classmates. 

why woman 


has one, not- 


There is every reason 
should be as successful, if not more so, 
than man, in selling lite insurance, par- 
ticularly to women. Granting equality 
in intelligence, woman is more pains- 
taking, more careful and more sympa- 
thetic. Her natural institution is more 
keen, and as life insurance is really a 
matter of sentiment, she is able more 
easily to appeal to the emotions. And 
let me state right here, that it is easier 
to LOVE a decision to sign an applica- 
tion for life insurance out of a per- 
son’s HEART, than it is to FIGURE 
it out of their HEAD. 

Woman's sex is a distinct advantage 
to her in visiting the home in pursu- 
ance of her work, where she is naturally 
able to the 
mother and children, and promptly win 


gain the confidence of 
their trust, which is the first requisite 
in the sale of a life insurance policy. 

It was during the great war—not yet 
Over by the way—that women showed 
they were able to hold their 
the insurance business, also other lines 
of business, by taking the places of men 
im every branch of the work from mes- 


own in 


! PU 


senger to manager. The increased vol- 
ume of business under their direction 
proved their fitness for the work. Grad- 
ually, by sheer pluck and results she 
made her way to the front, and the time 
has come when on woman’s head shall 
be placed the crown of insurance selling 
business recognition. 

Truly, if competent to give life, and 
qualified to sustain and prolong life, 
she is eminently fitted to insure it. 

Insurance is a life benefit. 
monly 


It is com- 


spoken of as a death benefit. 





MISS ANA KETENSKY 


This is a fallacy in every respect. The 
great ideal of insurance is that of life 


benelit—service in its most ideaal sense. 
very insurance company endeavors to 
of life. It is to 
their advantage from a purely business 
standpoint to do so, but, even back of 


bring the assurance 


that is the idealistic thought of increas- 
ing in its policyholders the capacity for 
life. 


it possible that those dependent upon 


And should death come, to make 


such a policyholder, shall have an in- 
come to insure for them a free expres- 
sion of life. Life insurance is life as- 
surance as well, and woman is espe- 
cially fitted to establish higher 
thought in regard to the insurance busi- 


this 


ness in the world. 
Life is something which must be con- 
Each 


must live his own life, as each must 


sciously felt by the individual. 


breathe his own air and masticate his 
It is through the individual 
that life is expressed. It is when the 
of the 
within 


own food. 


individual is aware power and 


that he 
comes a factor in the world and is able 


possibility of life be- 
Thus when 
the man or woman comes to understand 
the unlimited possibility of life express- 
ing in him, he or she becomes confi- 
and a realization of 
self-possession, which alone gives self- 


to render the best service. 


dent enters into 
expression, and without self-expression 
no salesman is of value to his company. 


The self-possessed and self-expressed 





individual is a perfect magnet for suc- 


cess, but those two great things come 


only through There- 
fore, as we have often heard in the old 
proverb: “With all getting, get 
understanding.” I believe it was King 


Solomon who gave us this advice. «It 


understanding. 
thy 
was said: “That silver was counted as 


days. All that he had 
Such a magnetic qual- 


naught in his 

was pure gold.” 
ity of thought is worth considering by 
those who enter the field of insurance 
and hope for success. He showed his 


wisdom in a fourfold way that is a 
worthy example for any business man 
or woman. When asked what he 


wanted, he 

1. Expressed appreciation for what he 
already had. 

2. He expressed a receptive and open 
mind. 

3. He asked to understand his fellow- 
men, to discern their inner motives, 
so he could best serve them. 

4. He “made a feast to all his servants” 
or kept those assisting him in busi- 
ness, happy, through being well-fed 
and well-clothed. 

Now let us see four 

they just this: He 

appreciated life; he opened to life; he 
used life for service and he cooperated 
in a magnanimous way with all his busi 
to tell 
four things is 
wisdom, and that a man or woman hav- 
the understanding to do so will 


reap an unfailing success. 


just what those 


things mean mean 


ness associates. | do not need 


any here that to do these 
ing 


What a wonderful quality apprecia 
tion is:—that quality of thought which 
looks for the good intent, recognizes it 
everywhere and remembers to speak of 
it. The heart of the 
for appreciation. It is 


world is hungry 
invaluable to 
the success of both employer and em 
ployee and should be freely expressed 
the 
uable is the consciousness of humility 


each to other. Then how inval 

equally so in both employer and em 
ployee. Wonderful ideas are flooding 
the minds of both lowly and great, but 
the mind must be open to receive them 
not only from life, but from the indi 
which life 
The great soul sees from every 
view-point, because he allows himself 
to do so through admitting there may 


possibly be a point of view other than 


vidual through expresses 


them. 


his own. 

It seems to me the desire to under- 
of one’s fellowmen 
One 
has great 


stand the motives 


deserves especial consideration. 


with this quality of mind 


insight. 
that it attracts success above all other 


It is a veritable gold-mine in 
virtues. To understand people is never 
to misunderstand them. Thus harmony 
is established; good feeling is inspired, 
besides all this, protection is inevitable. 

Lastly, think what the spirit of co- 
Where 
the entire organization from president 


operation means in a business. 


to office boy work together as a unit 
realizing that in the success of the 
whole each part—each individual—is 
prospered. Lack of cooperation is 


short-sighted policy. There is no wis 


dom in it. It pays everybody to help 
everybody else. In other words, it is 
to the advantage of everyone to serve. 
In this age it is SERVICE, first, last 
and all the time. 


It is the work of everyone who 


aspires to success to enter a little into 


self-examination and really study the 
impelling motives of his own mind, It 
is here in the thought—that the corre¢ 
Thought 


ve banished. It is 


tion is to be made. that is 


unproductive is to 
in the way of success, 
that the 


are eliminated, the 


and in the same 


measure destructive elements 


of mind construc 
tive should be acquired. 

It is constant, unceasing effort on the 
part of the individual that brings this 
Often we discouraged, 
but we should take heart again, and be- 


reward, grow 
effort is 
fails to 
One should never be 


gin anew. True, persistent 


finally recognized, and never 
bring its reward. 
discouraged. Night is before day. In 
jumping over a chasm, one has often to 
step back a few feet in order to advance 
with leap. A 


above the 


power for the 


siring to 
s 


tree de- 


grow ground, is 
required first to descend deep into earth 
with its Otherwise it 


roots. would 


never have the power to make the 


ascent. Never give up. 


Convention 
Delegates Are 

Given Surprise 

By Local Newspapers 


(Special to The Eastern Underwriter) 


Pittsburgh, September 29.—One of 
the Pittsburgh morning papers sur- 


prised lots of people this morning by 
printing a half column news story tell- 
ing that the convention was coming to 
Ordinarily, for a 


town. Pittsburgh 


newspaper to give any space to life in- 


surance happenings of a _ non-sensa- 


tional nature 

To the 
chairs here the position generally taken 
is that about life 
comes under the head of advertising. 


is the exception. 


young men in city editorial 


anything insurance 

Thus, the general agents of the city 
have convention after convention with- 
out attracting any attention in the local 
press. But for this convention a com 


n convincing the lo 


mittee succeeded 
cal newspapers that the public was en- 
titled to know 


had 


this morning. 


about the event, and all 


papers something to say about it 


Executive 
Committee’s 


Recommendation 
(Special to The Eastern Underwriter) 


Pittsburgh, Sept. 29.—The 


made this recommendation: 


executive 
committe 
part of 
local that 
capable and intelligent men with some 


“Interest and activity on the 


associations in secing to it 


knowledge of insurance be selected for 


legislative and congressional offices is 
urged by our members. This is part of 
their legitimate work as citizens and as 
association members. The institution 
of life insurance is of too great import- 
ance to the American people to be ad- 
ministered or supervised in its legal 
and public relationships by any but in- 
telligent and informed officials. 

“It should be the business of life un- 
derwriters to see to it that this better- 
ment of conditions begins at the pri- 
maries and not to wait until later, 
standing hat in hand, in defensive atti- 
tude, at legislative when life 
insurance may be the object of ignorant 
or unjust attack.” 


doors, 
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This agency believes in education, ethics and 

co-operation to achieve production results 

through personally trained men, whose goal 
is an 


“APP—A—DAY” 


every working day. 
This goal has been reached by some of our 
agents at the present time, and several more of 
them give promise of a like accomplishment. 


PEREZ F. HUFF 


General Agent 


91 WILLIAM ST., NEW YORK 
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Following are the Prize-) Winning 


Civic Duties of the Life Insurance Agent 


Essays in the Annual Contest 

















By EDMUND C. ARMES 
Mr. Armes was awarded first prize—the 
Calef* Cup. He is a member of the 
Travelers Insurance Co, staff at Bir- 
mingham, Ala. 


Many a latent spark of civic right- 
eousness was set aflame by the all- 
conquering, all-absorbing Spirit of Jus+ 
tice bred by the Great War, and that 
latent spark, even after kindling fires of 
patriotism mounting high into a whirl 
of service and activity and enduring the 
possibility of exhaustion after the first 
great burst, has fortunately not cooled 
off but has gradually crystallized into 
a steady flame that is warming the 
hearts of men with a desire to do things 
for one another—that is warming their 
hearts with a sense of justice and sym- 
pathy for one’s fellow man, and.with 
a sense of appreciation for the better- 
ment of one’s town. The great lessons 
in the manifold spirit of Christianity 
taught us by the War have been fa- 
vorite themes of far-sceing, thoughtful 
men everywhere, and all these men 
have voiced the appeal in stentorian 
tones that the spirit of generosity, civic 
activity, sacrifice, coopers ition and other 
various phases of service be kept alive 
in the hearts of all the people, that 
these wonderful powers be not lost to 
the triumphal march of humanitarian- 
ism. 


Of course, it did not take the War to 
create those ideals in the mind of the 
insurance agent. Already the right sort 
of agent was imbued with ideas of serv- 
ice. But it is not true that these ideas 
were practically confined to the sphere 
of his business, whereas now it can al- 
most be said he has so many spheres 
he is amused at thinking he was so 
busy with his own little world before 
the War? It is therefore probably not 
a false conclusion to derive that the 
War was his major premise of inspira- 
tion and his own business strictly a 
minor premise which needed consider- 
able drawing out before it became an 
effective civil force. Consequently, 
while the civic duties of a life agent 
before the War were in reality the 
same as they are now, yet it can be 
safely said that these duties in the 
minds of this class of men were more 
vitalized by their various activities dur 
ing the War in soliciting bonds, Red 
Cross. subscriptions, Armenian and 
other relief funds, etc., than by any 
other recent inspiration; and that these 
war experiences have paved the way 
to a ready and cooperative response to 
civic calls that could not have been 
otherwise secured in the course of 
years. 

I. The life agent in the first place 
is a dealer in an important commodity 
that is likewise a most personal one. 
Jeing in a personal business he is 
thrown into close contact with many 
people. This contact should beget ac- 
quaintances—to say nothing of friends 
—who im turn should become valuable 
instruments in helping him “put over” 
a civic scheme or two. 

Il. The nature of his training, ac- 
quired as he progresses in his field, 
peculiarly fits him for almost ney kind 
of civic campaign work, and it is espe- 
cially the obligations of the life man to 
respond to campaign calls by reason 
of this spe ‘cial fitness. L ife agents every- 
where in the United States were instru- 
mental in selling millions of dollars’ 
worth of bonds and raising thousands 
in charity funds during the War. When 
it comes to a local auditorium cam- 
paign, a local charity, or some other 
such local need, they will by force of 
training as well as fervor not to be 
found lagging. 

Ill. The life insurance business is 
daily becoming more high class and 
professional, but it is only by the strict 
maintenance of the ethics of the busi- 


ness that it reaches this high standard. 
Dishonest practices have no place in 
the life insurance profession, apd as a 
defense against such pri actices the local 
underwriters’ associations possess pow- 
ers or potential forces for their elimi 
nation. As a matter of fact, the stand- 
ards of the business should be gauged 
by the local associations, and out of 
them should evolve both the laws and 
the inspiration for the right conduct of 
the business. Every life agent by affil- 
iation with his local association not 
~ receives a certain inspiration from 
t, but contributes to making that asso- 
sioten an effective force in the com- 
munity for upholding the ethics of the 
life insurance business and for partici- 
pation in general civic effort. Likewise 
his affiliation with other civic and social 
clubs not only identifies him as a com- 
munity man or increases his personal 
acquaintanceship, but lines him up in 
matters of civic responsibility. 


IV. “Where there is no vision the 
people perish.” Likewise where a man 
has no vision of the service he is cap- 
able of giving he loses ground. Life 
insurance is fundamentally an economic 
proposition and the agent is simply an 
instrument. If he is sincere he must 
be an economic instrument regulating 
the numerous kinds of policy contracts 
to the needs of the individual. The 
economy by-word “all that the traffic 
will bear” is certainly one that should 
never have the slightest application to 
the life profession. In other words, the 
policy buyer should get what he needs 
and not that for which he has to pay 
the most. 


V. A life agent is also an educator. 
Being an educator he is of course an 
informed person on certain subjects. 
Prejudice is not now nearly so large an 
obstacle since the great achievement 
of the Government insurance, consid- 
ered purely as an educational factor. 
But the prejudice that remains should 
be shown the light of truth and oblit 
erated. There is yet vast labor to be 
done educationally in life insurance. 
The agent himself usually knows but 
little, technically speaking, of his com 
modity, but aside from this, even with 
his scant knowledge—and happily, here 
is a place where a little knowledge is 
not so dangerous a thing after all—he 
holds a great educational power which 
is a demonstrable, vital economic force 
—his only to use. 


As upon the country has grown the 
world vision with its accompanying 
gigantic accountabilities, so within the 
individual is burning a flame of civic 
righteousness, which but a while ago 
was a smouldering spark. More re 
cently and concertedly schooled in the 
obligations of citizenship the followers 
of the life profession have, by their 
singular fitness—socially, economically, 
professionally and educationally- a rare 
opportunity for civic endeavor and for 
the application of those high principles 
of magnanimity and service engendered 
by the greatest sacrificial period in his- 
tory. 


Boston Gets 
Next Convention 


(Special to The Eastern Underwriter) 

Pittsburgh, Sept. 29.—The choice of 
Soston for the next convention made 
by the executive committee proved a 
popular one. Every life company in 
Massachusetts joined in the invitation, 
which was one of the most cordial and 
effectively presented in the history of 
the association. 

Cities which have made a bid for the 
1921 convention are Los Angeles, 
Peoria and Detroit. 


JOHN R. McFEE 
Mr. McFee Was awarded second prise— 
the Ben Williams Vase. He is a mem- 
ber of the Provident Life & Trust Co. 
staff at Chicago. 


Duty in action is righteousness 
shown in conduct, a correspondence of 
principle to performance, an ideal re- 
flected in a life, the just man made 
manifest. Made imperative by con- 
science, duty’s obligation is voluntary, 
compulsory only in morals. Obedience 
to law duty it assumes, but it recog- 
nizes rights beyond grant, dominant 
without aid of penalty. Individual in 
scope and grasp, duty should be potent 
as personality and variant as opportu- 
nity. It reaches advocacy as it adopts 
causes and recognizes missions. For 
one, integrity may suffice; in another, 
zealotry alone answer. 


Civic duty is the duty of citizenship. 
From obedience to law it mounts to 
loyalty to government, from loyalty to 
ageressive advocacy of civic ideals. To 
adhere to the laws, to support the wel- 
fare of the community are negative as- 
pects of civic duty, never excusable. 
All should be partisans in public recti 
tude, without regard to individual] call 
ing. As civic duty grows with personal 
power and influence, increases with sta 
tion and expands with opportunity, so 
the life insurance agent has civic duties 
attached to his status, made specilic by 
his calling. An appreciation of the 
nature of life insurance and the function 
of its agent shows this. 

Life insurance as an institution has 
civic attributes. Hence the calling of 
the life insurance agent has civic char- 
acteristics. Life insurance is based on 
the mortality experience of humanity. 
This experience is a race realization, a 
record of the life decline of groups of 
humans at each age from childhood to 
death. In itself, therefore, the mortality 
experience is just a record of general 
human doom, the statistical account of 
the death destiny of mankind. As it 
shows the death decline, so it demon 
Strates a persistence in life survivor- 
ship. Life insurance makes possible a 
money value in this survivorship. It 
hypothecates financially the security of 
the group of lives at each age for the 
fortuity of the single life, a constituent 
of the group. Thus it is an economic 
achievement without rival. 

The property of no man, of no class 
of men, is the mortality nia so 
Any association of sound lives ‘larg 
enough and scattered cnough to ice ow 
the experience, may cooperate finan 
cially to employ it. Hence no man, no 
class of men, has the right to exploit 
life insurance. It calls for protection 
under the law, not as a private, but as 
a civic institution. Life insurance re 
quires a collection, an administration 
and a distribution. For its full realiza 
tion it needs agents to negotiate its 
contract, to elucidate its merit and per 
suade to its membership. In his work 
the life insurance agent reaches to all 
classes. It is a work that aims at 
counsel and wins influence. The ad- 
ministration of life insurance includes 
the investment of the funds retained as 
reserve necessary for the fulfillment of 
the policy contract. This investment 
must be made beyond peril to principal 
and in the security of interest returns 
assumed before earned. It rests on the 
power of capital to earn without haz- 
ard. Hence life insurance administra- 
tion relies on the sound economic 
strength of the country. In the United 
States is a government founded on in 
dividual liberty, conceived as an inherj 
tance of its citizens, not as a boon con- 
ferred or vouchsafed in the grace of 
masters. Here, government is author- 
ity delegated by the people, and law is 
justified as it conserves and perpetuates 
the fundamental rights reserved to the 





people. One fundamental right is the 
right to personal ownership of prop- 
erty. It is a right correlative to the 
right of personal liberty. 

The right to earn and to keep earn- 
ings not demanded by taxation to sup- 
port the government, is a guaranty of 
our institutions and of our fundamental 
law. 

Saving by curtailing, in the discipline 
of restricted desire and restrained im- 
pulses, is a right as well as a virtue. 
Without thrift, individual dependence 
may result and dependence is freedom 
restrained if not controlled. In this 
land, twelve millions own unincum- 
bered homes. Three millions more own 
homes subject to mortgage. Life in- 
surance often cancels the mortgage, for 
it pays some six hundred and fifty mil- 
lions in a year to the people of the 
United States. Twenty millions of our 
children are at school. Life insurance 
often keeps the orphan at school. The 
wealth of the country is not less than 
two hundred and twenty-five billions 
of dollars. It rests on ownership of its 
source, on title indisputable under the 
law of the land. On the security of this 
title life insurance invests its funds 
Imperil the investment and the power 
of life insurance to protect the indi- 
vidual and the home from financial dis- 
tress is impaired. 

The life insurance agent should be 
the foe of any movement that may 
threaten the security of property as he 
is the foe of any attempt to destroy the 
home. 

rhe mightiest task of society is to 
protect the wealth of the land from ex 
ploitation by seekers of privilege, as 
well as from marauding by the discon 
tented. Under our institutions, class 
domination by capitalist or proletarian 
is an abomination. Capital and labor 
should harmonize in the business need- 
ing each. The incentive to profit is an 
appeal to achievement in employer as 
well as employed. Exploitation is ever 
a deterrent. 

No public policy should threaten life 
insurance as it now exists overn- 
mental benefaction can never become 
its substitute for the function of free 
government is to protect rather than 
bestow. From status to contract, from 
control to choice, has been the march 

human progress. 

It is the supreme civic duty of the life 
insurance agent to aid this progress as 
an advocate ever of civic righteousness, 
responsive in his conduct to the prin 
ciples of the institution he represents, 
urging ever measures for human ame 
lioration to grow through the efficacy 
of self reliance. Not a politician, then, 
seeking privilege, but a zealot for pub 
lic righteousness should be the life in 
surance agent. 

So summarized, the special civic du- 
ties of the life insurance agent are 
readily apparent. In the generalization 
the particulars are revealed 


Ford Cars 
As Sales Helps 


(Spec ial to The 

Pittsburgh, Sept. 29.—Henry Ford's 
ears would have burned if he had been 
here today. First, J. R. Roseberry, of 
Columbia, S. C., sang a paen to his 
cars, telling how they take the agent 
over hill and dale, through mud and 
clay, across stream and valley, to the 
home of the prospect 

Then, Nathaniel Reese, of Detroit, 
sang a hymn of eulogy to the Ford trac 
tor, which he said would revolutionize 
farming and turn all the farmers into 
mechanics and electricians. Both of 
them confessed that they were fliver- 
ites, and proud of it. 
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Selling Education—The Results: 








Life insurance, the most far reaching economic 
factor ot modern civilization through its protective 
beneficence, 1s enjoying a season of production 
heretofore unheard of in the history of the bus- 
iness. Company and individual production records 
are literally being smashed. Achievements of men 
and women carrying rate books and applications 


are everywhere blazoned across the pages of com- 
pany publications. From the city and the village 
alike the story is the same. 


Production is the result of education. 
Education in life insurance selling is obtained 
through and is embodied in experience, 
experience actually encountered by the agent on 
the firing line. 








Oh, life insurance, preserver of homes, provider 
of education, stabilizer of humankind, at what 
height of service is set your goal? It is the con- 
templation of work ahead to be done that makes 
me proud that my lot is cast with the life insur- 
ance selling forces. 


To a larger future, 


H. A. ROSENBERG, 
489 FirrH AVE. 
New York 
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Sees Improvement 
In Taxation Outlook 
POWELL 


H. J. REVIEWS LAWS 





Recognition of Life Insurance Claims 
By Government a Distinct Gain— 
State Laws 





In presenting the report of the Law and 
Legislative Committee, Henry. J. Powell, 
chairman, said that the fedéral revenue 
bill enacted last year set the high’ water 
mark of taxation of life insurance, that 
the income of the government was now in 
excess of its expenditures and that the 
business could look forward with hopeful- 
ness to reductions. rather than increases in 
taxes. 

There was one notable incident in con- 
nection with the consideration of this 
measure and that was the recognition on 
the part of the Treasury Department that 
life insurance should not be taxed in the 
As a re- 
sult of conferences between the experts of 
the Treasury Department and representa- 


same way as other corporations. 


tives of the life insurance business, a new 
plan of taxation was worked out which 
would have relieved the life insurance 
business from the Excess-Prolits and New 
Capital Stock taxes and 
would have levied an income tax on in- 
surance corporations on an entirely dif- 


Business and 


ferent basis from that provided for other 
corporations. 
Recognition of Life Insurance, 

The important point gained in this 
plan was the recognition by the Gov- 
ernment that the reserve funds of life 
insurance companies must be kept in- 
tact and must be allowed to earn a 
sufficient interest rate to protect poli- 
cies. Very briefly stated the plan pro- 
vided that for taxation purposes—“The 
term ‘gross income’ means the gross 
amount of income received during the 
taxable year from interest, dividends 
and rents,” but does not include pre- 
mium income and the term ‘net in- 
come” means gross income less interest 
on specified Federal, state and munici- 
pal bonds; 4 per cent. on the mean 
legal reserves, less the amount of in- 
terest allowed on Federal, state and 
municipal bonds; 2 per cent. on the de- 
ferred dividend reserve, investment ex- 
penses not exceeding one-fourth of 1 
per cent. of invested assets; taxes and 
other expenses in connection with real 
estate owned not including taxes as- 
sesses for local benefits; and a specific 
allowance of $2,000. 

This plan was embodied in the bill 





Agency Officers 
Executive 


Committee Meets 

(Special to The Eastern Underwriter) 
Pittsburgh, Oct. 1—A meeting of the 

executive committee of the Life Agency 

Officers Association was held here today. 

Plans for the second convention of the 

Association which will be held in Chicago 


November 11-12 were discussed. 





Company 
Conventions 
In Pittsburgh 


(Special to The Eastern Underwriter) 


Pittsburgh, Oct. 1—Among the com- 
panies holding agents conventions here are 
the Pacific Mutual Life, with its Big Tree 
Club, and the Volunteer State Life. 





as it passed the Senate but the House 
refused to concur in the Senate amend- 
ments and in the Conference Commit- 
tee the language of the bill was re- 
stored to practically the same as orig- 
inally passed by the House. 

In spite of this failure, it is felt that 
a certain benefit must follow the united 
work of the life insurance representa- 
tives, which convinced the Executive 
Department and one branch of Con- 
gress that life insurance, if taxed at all, 
should be taxed on a different basis 
from other corporations. Some good 
results may be hoped for in the future 
as an outcome of these efforts. 

sy the provisions of the Revenue 
Bill of 1918, as finally agreed upon, life 
insurance companies are subject to 
taxation for 1919 and each year there- 
after unless amended, under the In- 
come Tax Title, the War Profits and 
Excess Profits Title, the New Business 
Title and the Special Excise or Capital 
Stock Tax Title. 

Beginning with the year 1919 and for 
each year thereafter, the provisions of 
the Revenue Act of 1918 are to be in 
lieu of the taxes imposed by the Rev- 
enue Act of 1916, as amended, and the 
Revenue Act of 1917 and not supple- 
mented thereto. 

In the Revenue Act of 1918, the in- 
come tax provisions previously exist- 
ing are rearranged and numerous 
changes are made respecting life in- 
surance and life insurance companies. 

(1) An increase in the rate to 12 per 
cent. for 1919 and 10 per cent. in suc- 
ceeding years. 

(2) Domestic corporations are al- 
lowed $2,000 specific exemption. 

(3) Returns must be filed by March 
15th. 

(4) The tax may 
equal instalments, on March 15, June 
15, September 15 and December 15. 
Payment may be made in full on the 
date of filing the return. 


be paid in four 


(5) Corporate dividends are specifi- 
cally defined and are not to be taxed 
as income of corporations, though re- 
maining subject to surtax applied to 
individual incomes. 

(6) No tax is imposed upon proceeds 
of life insurance policies paid upon the 
death of the insured, if the benefits are 
paid to individuals or to the estate of 
the insured. 

(7) There is no tax on proceeds of 
accident and health insurance policies 
or amounts received pnder Workmien’s 
Compensation Acts. F 

(8) There shall be no deductions of 
premiums paid for business insurance 
if the taxpayer “is directly or indirectly 
a beneficiary under the policy.” It has 
been ruled, however, that the word “in- 
directly” does not mean increased offi- 
cially among employes resulting from 
the payment of group insurance premi- 
ums, and these are therefore deductible. 

(9) The law now requires a _ state- 
ment in the return specifying the State 
and Municipal Bonds, Federal Farm 
Loan Securities, United States Bonds 
and Bonds issued by the War Finance 
Corporation owned by the taxpayer as 
well as the income received therefrom, 
also any further information that the 
Commissioner may require. 


(10) The following was added to the 
provision relating to expense deduc- 
tions; “including a reasonable allow- 
ance for salaries or other compensa- 
tion for personal services actually ren- 
dered.” This has called for numerous 
official interpretations, all of which aim 
to prevent any unwarranted large pay- 
ments to employes for the purpose of 
enabling larger deductions to be made. 

(11) Personal service corporations 
are taxable as partnerships and not as 
corporations. These corporations are 
defined as those in which personal ac- 
tivity, not capital, is primarily the in- 
come-producing factor. This defini- 
tion would seem to include incorporated 
insurance agencies. 





(12) Information at the source must 
be given of all payments made to in- 
dividuals, corporations or partnerships, 
amounting to $1,000 or more during the 
taxable year. 


Material changes were made in the 
provisions under the heads of war 
profits and excess profits tax. 


(1) For the year 1919 the rate is 30 
per cent. on the difference between (a) 
20 per cent. of the invested capital 
added to the amount of the net income 
in excess of the excess profits credit, 
and (b) 65 per cent. of the net income 
in excess of 20 per cent. of the in- 
vested capital, plus the difference, if 
any, between the sum of these two 
amounts and 80 per cent. of the net in- 
come in excess of the war prolits credit; 
the balance of excess prolits credit, if 
any, must be first deducted from such 
differences. 

Modify Estates Tax. 

(2) For the year 1920 and cach year 
thereafter the rate is to be 20 per cent. 
on the difference between 20 per cent. 
of the invested capital and the amount 
of the net income in excess of the ex- 
cess profits credit and 40 per cent. of 
net income in excess of 20 per cent. of 
the invested capital. 

(3) The Excess Profits credit is fixed 
at $3,000, plus 8 per cent. of the invested 
capital for the taxable year. The War 
Profits credit is fixed at $3,000, plus the 
average amount of net income for the 
pre-war period, plus or minus 10 per 
cent. of the difference between (a) the 
average invested capital for the pre-war 
period and (b) the invested capital for 
the taxable year. 

(4) Paragraph (1) of the definition 
of capital was amended by adding after 
“actual cash bona fide paid in,” the 
words “for stock or shares.” 

Under the Estate Tax Title the tax 
able estate includes the amount of life 
insurance in excess of $40,000 receivable 
from personal policies by beneficiaries 
other than the estate of the insured. 
This tax will be collected by the execu- 
tor from the beneficiaries, thereby re 
lieving the insurance companies from 
any obligation of that character. 

As amended this tax now also covers 
monthly premium payment and group 
insurance policies. On monthly premi 
um policies the rate is 20 per cent. of 
the first monthly premium and on poli- 
cies covering groups of not less than 
25 the tax is four cents on each $100 
of the aggregate amount of the policy 
and of any net increase in such amount. 
The other taxes under this section, it 
will be remembered, are eight cents on 
each $100 or fractional part thereof of 
the face amount of all life insurance 
policies except (1) that on industrial 
life policies for not over $500 payable 
on the weekly plan the tax is 40 per 
cent. of the amount of the first weekly 
premium and (2) that on all combina- 
tion industrial policies furnishing not 
niore than $500 of life, health and acci- 
dent ‘nsurance in one policy the tax 
shall be 40 per ccnt. of the first premi- 
um if paid weekly, and 20 per cent. of 
the first premium, if paid monthly. 

The former exemption of $90,000 was 
eliminated and the new rate fixed is $1. 
for each $1,000 of such, of much the 
fair average value of the capital stock 
for the preceding year ending June 30 
as is in excess of $5,000. The tax is 
payable ‘on and after July 1, 1918,” in 
stead of January 1, 1917. 

This tax is applicable also to mutual 
insurance companies, which shall pay a 
tax of $1 for each $1,000 of the excess 
cver $5,000 of the sum of (a) the sur- 
plus or contingent reserves maintained 
for the general use of the business and 
(b) any reserves the net additions to 
which are included in net income under 
the Income Tax Title. 

Reference should be made to the so- 
called Fordney bill in Congress, the 
purpose of which is to correct an ob 
vious error in the Federal revenue bill 
of 1918 with regard to the tax upon cor- 





poration insurance policies whereby the 
proceeds of such policies are discrim 
inated against as compared with pro 
ceeds of policies paid to individuals or 
to the estate of the insured. This bill 
was introduced the latter part of May 
and its progress has been delayed by 
the situation in Congress due to the 
preference given to the consideration of 


the Peace Treaty. The unfairness of 
the provisions of the Revenue Act of 
1918, which the Fordney bill seeks to 
correct, is recognized in Congress. The 
latest advices from Washington are, 
however, that there is an agreement 
that no further amendments to the 
Revenue Act will be considered until 
the Peace Treaty is disposed of. After 


that the Fordney bill will be urged for 
immediate passage. 

Life insurance agents are deeply in 
terested, of course, not only in the 
changes in the Federal Income Tax 
Law but also in income tax legislation 
in various states, among them being 
Alabama, New York and North Dakota, 
the only laws of this 
type were adopted. 


states where new 

As life insurance companies have for 
years been subjected to what is practi- 
cally an income tax in the form of a 
tax on premium determined 
fight has been made against the applica 


receipts a 


lion of these new income taxes to life 
insurance companies These efforts 
were successiul in all these states and 
the only prov-sicns affecting life insur 
alice Companics are the requirement 
relating to reporting payments and 


withholding the tax. 

In Montana and West Virginia th 
only states which have heretofor 
passed income tax laws applicable to 
lite insurance companies, amendments 
were enacted which in Montana re 
pealed a $10,000 deduction heretofore 
allowed and in West Virginia mad 


permanent the special excise tax of 
one-quarter of 1 per cent. intended, 
when passed in 1917, to continue only 
to end of tiscal year after the war with 
Germany. 
Massachusetts this 
“to provide suitable re« 
those residents of Massachusetts wh 
served in the army and navy of the 
United States during the war 
many” and to provide funds for 
purpose extended the application of the 
existing income tax law, for one year 
only to various corporations previously 


year passed a law 


ognition ol 


with Ger 


this 


exempt, life insurance companies being 
among them. The bills introduced this 
year in the various states for new or 
amendatory income tax law totaled 
more than all suc h bills presel ted since 
1912. 
Look For Tax on Proceeds. 

Another form of taxation which is 
likely to appear in the future with i 
creasing frequency in state legislatures 
and which this Association should op 
pose most strenuously, is the taxation 
of the proceeds or accumulations of 
policies in the hands of the beneficiaries, 


isclves 


then 


or of the 
This is done 


poli y holder s 
through the 





inheritance taxes made lic to 
the proceeds of life insurances pP licies 
following the bad exai ipl et by the 
federal government, or by imposit " 
tax on the surrender value of the policy 
as personal property 

So far only one state, Tennessee, has 
followed the unwise precedent set by 


Congress in taxing the proceeds of poli 


cies in the hands of the beneficiary 
There the bill was made an administra 
tion measure with all the power of th 
government behind it and all the argu 
ments as to the injustice and economu« 
fallacy of such taxation were of no avail 
as against the insistence of tl gov 
ernor that this provision must remain 
in the bill. Similar measures were in 


troduced in Illinois and Minnesota, but 
failed of passage The danger tl 

in this federal precedent of the taxation 
of life 
tax laws is apparent when we cor 


insurance through inheritance 
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AAtna Service @ 


Includes all Life Lines 


Agents of the ASTNA LIFE can offer their Prospects 





the Widest Range of Policies 





The AATNA LIFE issues Participating and Non-Participating 
Life and Endowment Policies 


Also Non-Participating Monthly Incomes, Partnership 
Policies, Term Policies, Group Insurance Policies, 
Annuities, Deferred Endowments, Income Bonds, 
Life Incomes. 


Increasing Insurance Policies under the Life, 20 Pay- 
ment Life and 20 Year Endowment Forms. 





The Aétna Life issues the most flexible, practical plan 
of 


GROUP INSURANCE 


both Participating and Non-Participating 





Experienced and successful men, also success- 
ful men without Life Insurance Experience, 
may find satisfactory opportunity 
with this company. 


Address: FRANK BUSHNELL, Agency Secretary, 
‘ETNA LIFE INSURANCE- COMPANY, HARTFORD, CONN. 
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REPORT OF LAW AND LEGISLATION COMMITTEE 





that this year there were 32 bills in 15 
states in addition to Congress which 
imposed inheritance taxes. There were 
but three states in which the bill af- 
fected life insurance. 


No state has as yet passed a law 
taxing surrender values but it was ne- 
cessary to oppose such measure in Ar- 
kansas and Nebraska this year. 

The knowledge that his efforts to 
provide a fund for the protection of his 
family are only to be made a subject 
of additional taxation will have a strong 
deterrent influence on the average citi- 
zen contemplating insurance and by a 
serious handicap on the efforts of life 
insurance men to increase the family 
protection and decrease the amount of 
pauperism and dependency in the coun- 
try. We will need to do a great deal of 
educational work to prevent the eco- 
nomic blunder involved in this form of 
taxation. 


Two states have increased their pre- 
mium taxes on life insurance this year. 
Illinois, which has long been one of the 
reciprocal states levying only such 
taxes on life insurance companies as the 
home state of such company levied, has 
this year imposed a tax of 2 per cent. 
on gross premiums less dividends of 
policyholders, coupling this with a pro- 
hibition of municipal taxation. In 
Georgia the tax rate was raised from 
1 to 1% per cent. in the closing days 
of the session. 

Idaho recognized the justice of the 
net premium basis of taxation and 
amended the law so as to allow the 
deduction of dividends. A similar bill 
failed in Washington, while in Missouri 


gardless of how many agents such com- 
pany may have in such city.” 
Reviews of States Bills. 

Much of the life insurance legislative 
activity this year was confined to meas- 
ures known as “department” or “ad- 
ministration” bills. This was especially 
true as regards bills introduced directly 
relating to agents and brokers. There 
were more than fifty such measures 
of which twenty in ten states became 
laws. In Florida agents license laws, 
conforming to the best practice of other 
states were enacted. 

In Massachusetts eight departmental 
measures were enacted relating to 
agents or brokers by which insurance 
laws were smoothed out and clarified. 
In New Hampshire no partnership or 
Association having one or more non- 
resident members shall be eligible to 
an agents’ license, not, however, includ- 
ing incorporated agencies which are 
at least three-fourths owned by resi- 
dents. In Colorado the brokers’ tax 
law was amended so as to permit the 
issuance of brokers’ licenses to non- 
residents. 

In Tennessee the agents’ privilege tax 
law is amended so as to make the 
amount of tax dependent on the popu- 
lation of the country in which the agent 
seeks to operate. The tax which is im- 
posed on each agent member of a firm 
or corporation ranges from $20 in any 
county of Tennessee to $10 for counties 
having a population of less than 60,000. 
Industrial life insurance agents not 
writing more than $2,500 of ordinary 
insurance per year pay a flat tax of 
$10. 
The sale of hypothecation of premi- 


of a hardship to life insurance agents 
in that territory. A similar statute was 
passed in South Dakota, the inhibition 
however, not extending beyond the 
date of the policy. 

In Arizona a determined effort was 
made to pass a bill making the company 
liable for all statements of its agents 
as to the dividends that would be paid 
or loans on property that would be 
made by the company and requiring the 
return of all premiums if the company 
failed to make good the representations 
of the agent. 

In South Carolina a bill was intro- 
duced declaring the life insurance com- 
panies liable under the contract as soon 
as policy is applied for, if the first pre- 
mium is paid. This bill was favorably 
reported but not passed and carried 
over to the next session. 

The state of Utah was the only one 
this year to pass any form of retalia- 
tory law. This was merely the usual 
form providing that whenever the laws 
of any other state require Utah com 
panies to pay higher taxes than those 
imposed by Utah, then the companies 
from such other states shall pay a like 
tax in Utah. Laws of this description 
operate only to increase the taxes 
which ultimately come out of the pock- 
ets of policyholders, but have no other 
immediate effect on the agency force. 

There is, however, another kind of 
retaliatory law which if enacted is likely 
to cause serious disturbance among 
underwriters. Nebraska House Bill 173 
provided that if any Nebraska life in 
surance or fraternal insurance company 
were forbidden to do business in any 
other state, then no life insurance com- 


some small Nebraska fraternal were re- 
fused a license in Pennsylvania, then 
every Pnnsylvania life insurance com 
pany, as well as fraternal, would be 
denied a license in Nebraska. 
Another class of legislation 
what allied to the retaliatory law in its 
operation and effect is illustrated by the 
experience this year in Washington. A 
section of the state Constitution pro- 
vides that no foreign corporation shall 
be permitted to do business on more 
favorable terms than those required of 
domestic corporations. The attorney 
general rendered an opinion that the 
laws governing the investments of do 
mestic companies must be complied with 
by foreign corporations also. The re 
strictions on the investments of domes- 
tic corporations in that state were Such 
that most of the principal 
porations would have been shut out. In 
order to overcome this difficulty the state 
repealed the law governing the invest 
ments of domesti 
One of the important enactments of 
the year was the modification of the 
New York law imposing limitations on 
new insurance com 
panies so that hereafter agents will not 
be obliged to defer writing new 


some 


foreign cor 


corporations 


business of life 


busi 


ness towards the close of the year or 
transfer it to a company not effected 
by the provisions of Section 96. Owing 
to the unprecedented increase In new 
business, there was a prospect that 


some companies would be compelled to 
as July or August 

compulsory bills intro 
Arkansas and 
total num 
Texas 


suspend as early 

The three 
duced this year—two in 
one in Montana—bring the 
ber of attempts to duplicate the 


law up to 8&3 in 32 states since 190, 


















































the law authorizing municipal taxation um notes is forbidden until thirty days pany or fraternal organization from /@ ill thie ¢ 
was amended SO as to authorize but one after the date thereof by a new statute such state should be permitted to do [wo years ago eight bills are nis type 
levy upon each insurance company “re- in Oregon. This will prove somewhat business in Nebraska. In short, if (Continued on page 25) 
An Agent’s Com Serving Its Policyholders 
| pany erving S olicynoide 
| 
+. . 7 
| We Believe That Service To Policyholders 
Starts with The Agent 
“1 There would be little if any life insurance without the 
4 e agent, therefore the policyholder to serve depends on him 
| Some Missouri State Features _— — | 
| We believe that good agents must be well satisfied and 
ag well paid to continue to give good service to policyholders. 
Writes both non-participating and par- . 
| ticipating policies. We believe that our growth—now over $200,000,000 in our 
| Pays dividends on limited payment non- 27th year and a rate of growth larger than that expert 
participating policies after premium enced by any American Life Insurance Company is a direct 
| paying period. tribute to our own agents and to our position 
; i) ) . 5 °° ‘ e 
's 5% on dividends left to the credit ; ; , 
| rage hes seaees We believe that we have a sound, profitable, and per 
of policies. ‘ <a Regain Mes co diene a ih 
Rr tis ih initia: sina manent proposition that will at once appeal to any real life 
ihe: ee 7o interest on trust funds anc insurance man—one who is a producer and an agency 
installments. builder. 
Writes all standard and many special 5 ; —s ; 
. contracts, embracing all modern features \W € operate in 38 states, and have attractive openings for 
including disability and double indem- desirable men— 
nity. We would be glad to hear from men interested. 
Unusual non-forfeiture provisions. ; ; | 
Your letter will be treated confidentially. 
| Insurance Company 
| - ¥ ’ T MWS 
M. E. Singleton, President SAINT LOUIS 
— ~ a 
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AG ENTS AND BROKERS 


Le MMU UU 


LIFE INSURANCE 
OUR GUARANTEED LOW COST LIFE INSURANCE POLI- 


CIES guarantee every figure, eliminate all uncertainties and 
provide the largest amount of insurance at the beginning for 
the premium paid. 

In the ratio of gain in insurance in force in 1918 The Travelers 
stood first among the leading companies of the country. 


LIFE INSURANCE IN FORCE ONE BILLION DOLLARS 


TRAVELERS ACCIDENT AND HEALTH POLICIES 
Are famous the world over for their broad coverage, prompt 
payment and fair spirit of adjustment. They are the standard 
of what such contracts should be. 


OUR COMPENSATION AND LIABILITY POLICIES 


Afford the most complete coverage and afford a service of 
inspection and safety engineering for the prevention of acci- 
dents of the most efficient character. 


AUTOMOBILE LIABILITY INSURANCE 


Complete coverage and immediate service throughout the 
United States and Canada. 


GROUP INSURANCE 
With its great present and future possibilities. 


BOILER, FLYWHEEL, BURGLARY, PLATE GLASS, 
COLLISION AND PROPERTY DAMAGE INSURANCE 





The Agent and Broker who can supply these several needs 
possesses the broadest and most remunerative field 
for his efforts. One aids the other. 


MORAL: Represent 


THE TRAVELERS INSURANCE COMPANY 


THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 
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Outline for Systematically Planned Work 





First—New Business 
1. Production 


(a) Pulse or chart showing past pro- 
duction; number; amount; pre- 
miums; day; month; year; cur- 
rent year and previous years. 

(b) Aliotment for current year; 
number; amount; premiums; 
By months— 

To beat a poor month 
To beat a good month in any of 
three ways 

2. How to do it. 

(a) What can you afford to spend? 
Value of the business to you 
Make a budget 

(b) How to spend it 

1 Meetings 

Weekly—monthly—with or without 


luncheon—see Carnegie Bureau 
Pamphlet 


2 Prizes 
Cash—percentage—merchandise 
3 Drives 


Object—Record of some kind—Size 
of Policy—kind of policy 
Physical Plans—Committee—Snap- 
py meetings—exhibits—o u tin g— 
Century Club—Society Clubs—Vet- 
eran Hlonors 
4 Advertising 
5 Supervising 
Second—New Agents 
1 Circularizing 
2 Advertising 


Third—Solicitor 





Preceding the discussion on “System- 
atically Planned Work” William M. 
Duff elaborated on the above outline as 
follows: 


First—New Business 

An agency is established primarily 
for the purpose of feeding a company 
new business. 


1. Production. 

The biggest problem of an Agency is 
production. This involves much. One 
of the truest things ever said was a 
statement made by John D. Archibold, 
for many years the controlling genius 
of the Standard Oil Company: “We 
never fool ourselves. We keep our 
books in such a way that we know when 
we are making money and when we are 
losing it. We keep a record all the time 
of what we are doing and what we are 
striving to do.” 


(A) Pulse. 


It would seem, therefore, that one of 
the most important things for a Gen- 


eral Agent would be comprehensive 
records. In some Agencies there is 
used what is called a “Pulse.” Some 
little labor is involved in keeping this 
up to date, but it does show the produc- 
tion per day in number of cases, amount 
of business and Paid Deposits. It also 
gives this information for the same day 
and month of the previous year and al- 
lows a comparison. 

(B) Allotment. 

At the beginning of the year usually 
the first week, the General Agent 
should carefully outline the year, using 
the pulse as a basis of possibilities; a 
definite figure is allotted for each month 
of the year in number, amount and the 
premiums that will be striven for. 

Having arrived at a conclusion as to 
what will be the aim for each month 
and for the year, then comes the plan 
and careful planning is necessary. 


II. How to Do It. 


In this connection a number of things 
must be considered: 


(a) What is a certain volume of 
business worth to you? 

(b) What is the value of your mar- 
ginal commissions, first year, and re- 
newals? 

(c) How much can you afford to 
spend in your Agency to attain the 
result for which you propose to 
strive? 

Having arrived at some figure, the 
next question is how to spend the 
money. Of course a General Agent will 
make a budget. He will carefully out- 
line what he proposes to spend on 
meetings, prizes, drives, advertising and 
supervision. 

1. Meetings. 

(a) A Monday morning meeting is a 
good thing—to be regularly held at an 
hour not later than nine o'clock. If 
this meeting does nothing else it will 
get the solicitor or agent on the job at 
a definite hour in the morning. With- 
out a scheduled Monday meeting, 
there is a fair probability that some 
men, and those who need the meeting 
most, will not get down to business 
until well on to the middle of the week. 
This Monday meeting of course can he 
attended only by those handy to the 
General Agent’s office. 

(b) Monthly or Quarterly Meet- 

ings. 

If an Agency extends out of the city 
limits, it would seem advisable to hold 
monthly or quarterly meetings at a 
time that will suit the Agency as a 
whole. At this meeting every contract 
holder should be present. 


(c) Conventions. 

At least one big convention a year 
is desirable. To this Home Office offi- 
cials and possibly prominent policy- 
holders should be invited. 

How the subject for these meetings 
and conventions should be arranged. 
who should preside, etc., is a subject all 
in itself. The Carnegie Institute of 
Technology has made a comprehensive 
study of the subject, and in Bulletin 


No. 21 of the Bureau of Salesmanship 
Research, you will get some very val 
uable pointers. There has been a lot 
of money wasted in luncheons and con- 
ventions. \ member of this Bureau 
has attended dozens of conventions and 
has made a very thorough study of 
them. It will pay you to get the 
pamphlet. 


2. Prizes. 

The pulse will show that there are 
certain months of the year that ordi 
narily are not as good as others. There 
are times in the year when a stimulant 
is required. A carefully prepared prize 
offer has been found worth while. A 
prize of a suit of clothes, an overcoat 
or huschold furniture and such like 
In the Summer time vacation equip 
ment, such as a wardrobe, trunk, or 
suitcase may be considered. Men will 
work for a prize or an honor when they 
will not work for money. The prize 
offered and the value of it, of course, 
should bear a relation to the aim de- 
sired. Cash prizes have not been found 
as effective as merchandise, or simply 
an honored position. 

3. Drives. 

The object of a drive is largely that 
of a prize. It is to bring the business 
of a certain month un to par to intro 


Utica 
Association 

Wins Edwards 
Membership Cup 


(Special to The Eastern Underwriter) 

Pittsburgh, Oct. 1. 
tion of Life Underwriters won the 
Charles Jerome Edwards Silver Cup for 
largest gain in membership 


The Utica Associa- 


It was pre- 
sented to Charles T. Brockway, Utica gen- 
eral agent of the Northwestern Mutual 
Life. 











surance. 





ance. 








The Company Offers: 


The newest and best in life insurance, 
combined with non-cancellable tem- 
porary and permanent disability in- 


Liberal Accident and Health Insurance. 
Group Life, Accident and Health Insur- 


JOHN T. SHIRLEY, 


Organized 1865 


Connecticut General 
Life Insurance Company 


HARTFORD, CONN. 


The Pittsburgh Agency Offers: 


A liberal agency contract to operate in 
the most productive territory. 


Intelligent and constructive co-operation 
in building up the business of its 


representatives. 


Manager, 


1101-1102 Park Building, PITTSBURGH, PA. 
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duce a new policy or to increase the 
S1Z¢ ol he average policy sold, ete. 
Often a drive can be pulled off with 
ereat success, where nothing but in- 
spiration is used as a tonic. But to be 
successful the physical plans should be 
carefully made and as carefully carried 
out A general committee from the 
Avency, a committee not too large, 1s 
given charge of the drive. The object 


desired is explained to them. They are 
filled with inspiration and they in turn 
communicate this to their associates. 
If the field is a large one, three, four 
or a dozen small snappy meetings can 
be arranged. Each to be held at the 
same hour, in different towns, but with 
the same object in view. A member otf 
the committee takes charge of each one 
of these meetings. Each puts the thing 
across and some wonderful records for 
production have been made as the re 
sult of a carefully prepared drive. 


Plans are necessary—quotas and 
aims are necessary. We have proved 
time and time again that those who 
definitely start out to do a thing do 


more than those who work in a hit or 
fashion. This year 80 out of the 


miss of 

86 who qualified for the Society's Con 
vention detinitely started out a year 
ago with the idea of qualifying. Kighty 


qualified because they had a plan; only 
six qualified in the hit or miss fashion. 
Last May at a little meeting 62 men 
pledged themselves for a $1,000,000. of 
business within a ten-day period. These 


62 actually produced $1,100,000, while 
the other 150 members of the same 
Agency produced $250,000. We have 
proved to our own satisfaction im nu- 
merous cases that it is the man that 


plans that gets ahead. ; 
Ouota cards—wherein a man 1s given 


a definite mark for the year and ac 
cepted it and used effectively. Your 
Home Office Convention—Short trips 


to the mountains or seashore for a defi- 
nite amount of business—An Honor 
Club open only for those who sell the 
maximum policy that the Company is 
sues to an individual. All these things 
fit in their place. 

4. Advertising. 

Judicious advertising is a part of a 
plan. It can be done in newspapers, 
trade journals, theater programs, or by 
novelties, but to be valuable it must be 
systematic, consistent and regular. 

5. Supervision. 

A General Agency can be made or 
broken by the proper or improper su 
pervisory plan. In one General Agency 
all plans center around = supervisors. 


The securing, training and education 
of the new agents is in their hands 
each man is allotted a certain county. 


Supervisors are located in. strategic 
points of the territory, that is, in points 
easily in from many different 
places. The Supervisor is given a cer- 
tain number of Counties and is sup- 
posed to visit, work and help the agents 
located in that territory. 
Second—New Agents. 

We have spoken entirely of planning 
for more production in business. Of 
course careful planning is necessary for 
the increase in the Agency force. Hun- 
dreds of plans have been tried, later to 
be abandoned. A plan has been devised 


access 


and believed to be the last word only 
to be subsequently junked. To get 
agents, some of the following plans 


have been tried with success: 
(a) Circularizing the prominent men 
of a town. 
Circularizing old policyholders. 
Examiners. 
All merchants of one class or an- 
other. 


(b) A dead set in a specific town for 
a representative. 

Of course, a study in the field is nec 
essary. Towns are designated in which 
representation is desired. Here again 
the method of going after agents is de 
pendent upon the amaunt of money 
available for the purpose. One Agency 
spent some $500 in sending out a raft 
of letters to lawyers. Only two replied 
with suggestions but, out of the replies 
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Outline for Systematically Planned Work 


received they secured agent who 
the first year produced nearly $300,006 
of business, tlhe second year nearly $1, 
000,000, and his third year over $1,- 
000,000, and this man we are contident 
is a-regular million dollar man year in 
and year out, and he in turn has se- 
cured an agent who will pay for a half 
million his first year. 

We have talked almost entirely of 
“System” for the General Agent. 
Third—The Personal Solicitor. 

It is just as necessary for the per- 
sonal solicitor to have a system. In no 
business is there such waste of time as 
in the work of the average life insur 
ance agent. It is true that some have 
too much system, but the majority have 
too little. It would seem _to me that a 
desirable program would be as follows: 
8:45 a. m. to 10.00 o'clock, office hours. 
During this time whatever book work 
is required to be done. Whatever cor- 
respondence is to be answered could be 
attended to and whatever circular let 
ters are to be gotten out can be gotten 
off. Here the solicitor could use a sten- 
ographer and the Post Office Depart 
ment to effect. Itvery day he 
should write to some policyholder whose 
cd or is about to change: 
birthday, ete. The agent 

correspondence with his 


one 


rood 


has a 
should be in 


1 
Wil 


policyholders all the time, but not with 
any policyholder so frequently as to be 
annoying. The agent can be a friend 
of the insured. He ought to be his 
business advisor by suggesting to his 
policyholder or prospect, business op- 
portunities or any one of a dozen things 
that will interest the man selfishly—a 
reaction will come to the benefit of the 
agent. 

From 10:00 to 12:00 soliciting nearby, 
that is, see prospects or attend to office 
affairs close to the office. 

From 12:00 to 1:30 luncheon. Of 
course it is not expected that the agent 
will spend the entire time eating, but 
some agents make it a point never to 
lunch and over a good meal a 
wonderful opportunity is presented for 
talking life insurance or at least in- 
creasing acquaintanceship. 

From 1:30 to 

This is the time for distant calls and 
soliciting. The agent need not return 
to his office for the day. He can make 
the nearby towns. 

No amount ef system will take place 
of good hard work, and no easy rule has 
yet been discovered for getting busi- 
It is absolutely true that in the 
business of life insurance every pound 
of pressure that a man can put forth 
and every ounce of gray matter can be 
used to profit. System will 
an agent’s most valuable 
time. 


alone, 


Hess. 


conserve 
asset—his 


Introduce 
Life Insurance 
By Use Of Charts 
(Special to The Eastern Underwriter) 
29.—E. A. 


convention a 


September 
the 
which 


Pittsburgh, 
Woods showed new 


colored chart cleverly displays 


insurance form the 


the As- 


sociation of what happens in later life 


in life argument 


figures of American Bankers’ 


to 100 average young men. 


“These figures have been the target 


for comment about their accuracy,” he 
said, “but they were originally put out 
by the American Bankers’ Association's 


Savings Bank Section; they have been 


endorsed by the Treasury Department, 


they give a wonderful argument for 
thrift; think 


should be a bit backward in using them. 


and I do not any agent 


“Many agents are already pasting 
them in their rate books, and these 
charts are most effective when pre 
sented to the attention of young men. 


You can’t introduce life insurance in a 


better way than by means of these 


charts.” 
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(1) 


(2) 


(4) 


“Creeping into the lives of men everywhere is the thought 
that co-operation is better than competition—We need 
one another, and by giving much we receive much.” 


It is our belief that the only road to real success 
for the life insurance salesman of today is: 


sibility for untold 


need. 


ABOVE THE COMPANIES — LIFE INSURANCE 


The Guardian Life Insurance Company of America 


Established 1860 under the laws of the State of New York 


Through the realization that he is in fact the 
defender of the homes in his community and 
that upon his shoulders may rest the respon- 
privation and 
which he could have prevented. 
Through persistent systematic effort in the 
light of the knowledge that FEW if any men 
succeed who work spasmodically and _ that 
NO man succeeds who is dishonest with his 
client, his Company or himself. 


Through the clear revelation of the pros- 
pective insurer’s NEED and the faithful pre- 
sentation of the BEST contract to meet such 


Through the exaltation of LIFE INSUR- 
ANCE ITSELF instead of the exaltation of a 
life insurance COMPANY. 


misery 
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Comes To 
National Meeting 
From Johannesburg 

(Special to The Eastern’ Underivriter) 

Pittsburgh, S« pt. ZY, Herbert S. Bis 
hop, who came all the way from Johan 
nesburg, South Africa, with his wite, 
to attend this convention, was intro 
duced to the delegates this morning by 
President Voshell. 

This is his second convention of tie 
National Association of Life Under 
writers, and he learned so much of 
value at the first one—at Memphis some 
years ago—that he decided to come 
again. 

Mr. Bishop is the manager of the 
oldest established company in Johan 
nesburg, and in three years he increased 
the company’s business from $1,000,000 
to $2,500,000 of insurance in force, and 
the renewal income account from 
$200,000 to $350,000. 

He said that the companies in South 
Africa write only Europeans or per 
sons of European descent, nothing be 
ine written on the lives of natives His 
own company has $125,000,000 in force, 
and there are three other domestic com 
panies, and about seventy-five English 
and Scotch companies, “so we know 
what competition means,” he said. 

The influenza epidemic cost the life 
companies in South Africa about 
£600,000 more than the war death 
claims did. As here, the flu increased 
insurance production greatly. 

The convention gave an ovation to 
Mr. Bishop, who is young, modest and 
sincere, and when he said that he hoped 
some day to attend a convention of the 
National Association of Life Under 
writers in this country and bring with 
him a delegation of his brother South 
\frican insurance men he got another 


send olf. 


Memorial to 
Theodore Roosevelt 
And Others 


(Special to The EKastern Undericvriter) 

Pittsburgh, Oct. 1—A memorial to 
Pheodore Roosevelt Was read because 
of his recognition of and friendship for 
life insurance. Other resolutions were 
in memory of Richard E. Cochrane and 


EK. H. Plummer. 


Report of Committee 
on Law and Legislation 
(Continued from page 21) 


were introduced in seven states. Not 
since 1909, until this year, has one failed 
to appear in Oklahoma, and since 1905 
this is the second time one has not 
he n offered to Missouri. Likewise, in 
North Dakota. this is the second ses 
sion since 1909 to be free from. this 
type of levislative proposal. In Colo 
rado an unsuccessful effort was made 
to enact a.graded tax bill making the 
amount of the tax dependent on the 
amount of money invested in real estate 
mortgage in the state. 

In the state of Wisconsin the value of 
the agent in the growth of life insur- 
ance and the spread of its benetits was 
recognized by Governor Philipp in his 
annual address to the Legislature in 
January. In the course of an appeal 
to abolish the state life fund he said: 
_ This fund is based upon the theory 
that desirable life insurance risks voi 
untarily seek insurances. That theory 
is unsound—they do not do so.” 5 



















































\cting contrarywise to the governor's In Idaho, Massachusetts and Ne Loutsiana, Maryland do M pp 
advice the Legislature voted to employ braska the supervision of insurance al Oi the 43 states holding re 
avents for the fund, which measure the !@"*S Was transferred from the Supet sions this year 13 ve also had extra 
intendent of insurance to a new ce CSSIONS So tat 1 is had 
aditoteaP cies promptly vetoed. wo at partment in the general reorganization tra and Arkansa tarted if ‘ l 
ne hay Pag all nanny Pai asaiogs Pst of the civil administration similar to extra on September » “Altogether 
mer aes eae" ; a : on the Hlinois Department of Trade and there have been 43 regular session 
“ ig i Da wie ennsylvania. Both Commerce. In Indiana and Wyoming the states and one each 1 Hawai 
or teal sec es ecg Mp Yor! aeparene Searemce Ccpertmems were Maska. Of these, Ohio has yet 
eet Phen Be tones pteoried i set up, the former not becoming effect ish, reassembli mn December 1 So 
rita Spirit ’ s i ive until October 1, 1920. Had the pro lar there have been 16 extras and wit 
. oa posed new department of banking been Colorado, Maine, North Dakota and 
Group life insurance laws wer created in Texas the insurance depart Utah vet to conven In addition to 
adopted in lowa and Colorado, pat ment would have been left by itseli all these since our last meetin Con 
terned after the New York and Massa his bill was vetoed by the governor ress has held one regular and the pres 
chuse tts acts and Connecticut and In conclusion we tind that there have ent special session, besides completin;s 
North ( arolina adopted amendments — been regular or extra sessions in every the session in progress at the time of 
affecting group insurance. state in the Union, except Kentucky, our meeting last September 
A | | A 
ANAM 





AMERICAN 


CENTRAL LIFE | 
INSURANCE CO. 


= INDIANAPOLIS, IND. 














ESTABLISHED 1899 





HERBERT M. WOOLLEN j 


PRESIDENT 





















HANAN AL 





T 


l 


! 





AMA 





26 


LIFE UNDERWRITERS’ EDITION 


THE EASTERN UNDERWRITER 





October 4, 1919 





Membership Gains 
Double Past Years 


TOTAL OF WAR BOND SALES 


and 


‘ 


BIG 


Secretaries Taylor Ensign in 


Report Urge Salaried Secretaries— 
New Associations 
rittsburgh, September 29.—Secretary 
Hharca M. ‘Taylor and Corresponding 
secretary Everett M. [ensign submitted 
a joint report reviewing the work = of 

the Association for the year 
Great Work for War Loans. 

In reviewing the activities of the 
National Association and its affiliated 
local chapters since the New York Con 
vention last September,” said the re 
port, “your Secretary and your Corre 
sponding Secretary must call attention 
to the one vreat outstanding feature 
during that period Phis reference has 


to do with the accomplishments of the 


local associations in the Fourth Liberty 
Bond Campaign and the Victory Loan 
Campaign, where bonds agyrepating 
$417,207.796 nl value were sold, Once 
again demonstrating the patriotic spirit 


actuated association workers 
furnishing conclusive 
assistance in 


which ha 
and 
proot ol 


again 
their inecaleulable 
supporting the financial program of 
the Government during the War. 

“This astounding aggregate is all the 
more remarkable because it utterly 
eclipses all records established by any 
other group of men engaged in any par 
ticular calling. It is coneeded, of 
course, that the life insurance men of 
America are by reason of their training, 
Liberty Bond par excellence. 
Che agents themselves are cognizant of 
their ability along such lines, but in all 
their activities there has not been de 
tected anything which savors of a vain 


ONCE 


salesmen 


glorious attitude 
Some Individual Records. 


“The statistics in connection with the 
bond sales of the Fourth Loan show 
that all previous records were greatly 


surpassed Every possible check was 
employed to arrive at which 
considered conservative rather 
than otherwise. The total of results 
viven is merely the aggregate of bond 
sales in association circles, though un 


figures 


could lye 


doubtedly there was a great volume of 
bonds sold by life underwriters who 
were not athhated with local associa 
tions The average sales per agent in 


local associations amounted to $36,058. 
One agency alone, that of R. W. Gosiin, 
N. x = placed bonds to 
$3,694,550, Ilarold A. 
again established 


in Brooklyn, 
the extent ot 
Barker of this aveney 
a new record in bond sales by taking 
4,041 individual subscriptions.” 
New Associations Formed. 
have 
They 


been 
are 


associations 
the year. 


new 
during 


Cwelve 
Orepanize dl 
as follows 

1 Alexandria, Va. 

2 Ashville, N. C. 

3. Ashtabula, Ohio. 

4 Baton Rouge, La. 

5 Bluetield, W. Va. 

a) Hagerstown, Md. 

7 Idaho Falls, Idaho. 
8 Petersburg, Va. 

9 Salisbury, N. C. 
10) Springtield, Ohio. 
11 Walla Walla, Wash. 
12) Watertown, S. Dak. 

It had been necessary to drop. six 
local organizations for non-payment of 
dues, these being: 

AUGUSTA, GA. 

ARIZONA 

FORT WORTH, TEX. 

GREAT FALLS, MONT. 

LEXINGTON, KY. 

SAN DIEGO, CAL. 

Urge Salaried Secretaries. 

The report dealt at length with the 
question of salaried secretaries for the 
local associations, a matter which was 


urged as one of the most important 


problems at the present time in the de- 
ve lopment of the National Association. 
The question has been discussed fre- 





quently in reports of the secretary and 
corresponding secretary and in edito 
rials in the Association News. The re 
port pointed out that the local a 
tions immeasurably more el 
ficient if the secretary could remain in 
office for long periods and the only 
way of doing this is to pay for the serv 
ice rendered. 

“In anticipation of the 
vention the Pittsburgh 
now paying its secretary $1,000 a year, 
said the report. “This Association tinds 
it prolitable to employ a salaricd secre 
tary. Naturally, we realize that a large 
percentage of the local bodies could not 


ssOocta 


would be 


present Con 
Assoc lation IS 


pay this salary to their seerctaries, but 
they could offer a small sum sutlicient 
to pay for a portion of the time ex 


pended by that officer. In this connec 
tion, may | quote from a letter received 
from the President of one of the largest 
Associations in the country. This let 
ter reads in part as follows 

“As to reasons for lack of growth in 
Underwriters Associations, the reasons 
for that here, which is universal, is the 
lack of a Life Underwriters’ with 
a paid secretary, and the vision of the 
insurance men. sulficiently enlarged to 
this out. 


ollice, 


carry 

“! cannot think of anything more 
necessary nor can | think of any pro 
gram which the National Association 
could more wisely carry out, or a 


greater monument for the present excc- 
utives to leave, than the establishment 


of responsibility for the life insurance 
business. leven the Bartenders’ union 
has a Secretary in most cities. How 


about the Builders’ Exchanges, the Real 
estate Boards, and all along the line?’ 
How is it with the Ife insurance busi 
? Six or seven Executive Commit 
more 


ness’ 
tce meetings a year, lasting not 


than an hour, with some coming late 
and leaving early, etc. Is it any won- 
der that we do not progress any more 


rapidly? Is it any wonder that we con- 


not remove the part-timer? Is it any 
wonder that we cannot get men of cer 
tain types to enter our business? 

“We talk so much about size, total 


assets, of the stupendous tigures in 
volved in life insurance, and yet there 
is not a man outside of the insurance 
business who can vo to a disinter 
ested, unprejudiced impartial man rep 
resenting the interests of all companies. 
Lam giving you this point of view for 
whatever it is worth, in the hope that 
the [xecutive Committee might see 
fit to thrash it out and if deemed ad 
visable, bring it before the Convention 
in Pittsburgh.” 
Record Membership Increase. 
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THE FEDERAL LIFE INSURANCE COMPANY 
THR OLDEST and LARGEST Iliinois Legal Reserve 
Company originally organized, and ever since continuously 
operated as such, now operating in its twentieth year and in 
twenty slates, with over $33,000,000 of high grade insurance 
in force, over $1,350,000 of assets, $400,000 of surplus to 
policyholders and a premium income of $3,500 per day, de- 
sires lo contract with State and District Managers and Solicit- 


ors in’ Montana, Western) Nebraska, Eastern Missouri, 
Kentucky, ‘Tennessee, Georgia, North Carolina and New 


Hampshire. 

Capable, industrious, determined men and women of 
high character and correct habits, who stand well in’ their 
communilics, who will be ASSETS (not LIABILITIES) to 
the Company, now disconnected, or even wholly inexperi- 
enced in insurance, desirous of life-long connections, willing 
lo be taught the profession of insurance by a Company of 
enterprising, conservative and honorable management, whose 
policies and agents’ contracts are unexcelled in’ fairness, 
would do well to communicate with the FEDERAL. Such 
men and women may secure contracts affording an oppor- 
lunily to establish a COMPETENCY and a CONTINUING 
INCOME, to represent cither the FEDERAL’S Life Depart- 
ment or the Accident and Health Department, or both. ° 


For detailed information address, giving references 


ISAAC MILLER HAMILTON, President 
CHARLES S. RANNELLS, Secretary 


Federal Life Building, Chicago 
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crease being double that of any pre “A brief account of the results accom 

vious year in the Association's history. plished in this campaign constitutes 

Discussing this the report said really remarkable peroration to our r 
“We referred to the record made by port. To put the figures in a 

life underwriters in the sale of bonds ot where their full value is apparent, 


loan 


have but to state that the gain in mem 


the Fourth issue and the Victory 

as the one great outstanding feature of — bership this year on an actual paid-for 

the present administration. basis is greater than the combined gain 
“This is true, inasmuch as the patri in membership made for the five years 

otic activities of life underwriters are of 1910, 1911, 1912, 1913 and 1915. The 

concerned, but in respect to matters total membership as reported last year 


the New York Convention 


which apply strictly and exclusively to at 


Was 





The special drive for increased mem association work, the one great salient 7,562, and the total mx mbership at the 
bership which was made a feature of feature of the past twelve months was time this report was made up, two 
the year’s work netted a record gain the campaign for Increased Member weeks ago, was 10,301, making an ac 
for the National Association, the in ship. tual numerical gain of 2,730. 
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fulness and loyal 





Life Insurance Company 


OF PITTSFIELD, MASS. 


| Has for sixty-eight years served its policy-holders with faith- 


tv; ever keeping in mind their best interests; 


and it is our endeavor to continue along this line, for satisfied 
policy-holders are our best asscts. 


High-class, steady producers are invited to correspond with us. 


W. D. WYMAN, President 


| W. S. WELD, Superintendent of Agencies 
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Average Man Now $16,314,000,000.00, divided into policies — soldier and sailor who lost his life, application for a small policy, just be 











of about $1,800.00 per policy. This aver $16,500 and of course in many cases cause the applicant is willing to buy 
v age Ne York olic is therefore cl re lependineg ) ] 10 less s commensurate 
‘ " ize New York policy 1 ierefore, in much more, depending upon compen that amount, unl it is comm ira 
Greatly Under Insured keeping with the insurance carried by sation. with his earning power. Sell him what 
nae the average American family as Measured ] he needs 
y , or ‘woe Tan Ei Aral ~ AECAS ry the standards laced 
ORVILLE THORP GIVES FIGURES — checked up and reported by the Labor 


B W | H | upon life values by our (aoverniment, “Selling enough Life Insurance” will 
; somone age ig Bae as ing ton. w ge this the average man who is insured needs benelit the buver, his family, society, 
Present Lines Should Be _ Increased Is a argely on a pre ar Con ition, to imecrease his insurance account from and the public in many ways It will 
and while decidedly insufficient at that flour to tive times his present holdings help him to be a better citizen. It will 


Four or Five Times—Government : ; 
time, such standards are wholly out of 


ini P16 5 . mos The increas st o oe , aid in building and maintaining a home 
Minimum $16,500 keeping with the opportunitics and ri ‘ creased cost f living, the Lic suildin ind naintaining a hom 
ann on itedeieah tox a I greatly enhanced value of life, because and provide for the perpetuity of the 
ee S1ID¢ Ss S as ‘te *( ) » 
ie | TI LE 1 1 j f se f th . nt day as olf the bigger and better opportunities family unit as one of the intevral parts 
‘ne er war ands ¢ ce presi ay. 
(Speci o ve Hastern nderwrier) u for the individual, and the uniform en ol our ocial life It conserves. the 
Pittsbureh, Sept. 29.—Takinge into Minimum Government Indemnity. dorsement of life insurance service to present and provides for the future. It 
; : , _ ‘ St rt and ake ce life oO illu 1 ] all : al ti 
consideration all the factors, the aver Mr. Thorpe said that the amount. of ipport and make certain the life pr W 1 time relieve a charitable in 
/ his j SIRES which wan deciied ween t] vram of the home builder, all call for tutions, both public and private It 
‘ P _ "Tease < ° ‘ ( ( as . 
oe hominy neeee eibrgeitee sen i lic Por “ “6 : io a substantial mecrease in life insurance hosters ocial institutions by building 
NN pee atk ed cs oid Cevilt maximum policy for soldiers and sail ; ‘ P 
surance four or five times, sat rville 2 : f protection the family unit upon a solid and guarded 
: : ors under the War Risk Act was the $ { vdati | lili \1 
Phorp in addressing the convention on result of very careful study and con legal Reserve Life Insurance, ear erste a 1 “_ ‘an ; ‘th 1 di idl we 
“Selling Enough Life Insurance. lle sultation with cconomic, insurance and ried in a sufficient amount to properly lial aa -das 7 weg . wind ; “ a : "hs 
: . . « ( ‘ vrTran ‘ Wa ao MOLrection 
added to his subject the question “For other experts. While there was some indemnity one’s family and estat | ay : Belt” , 
“ ‘ ‘ihn: ics f é ‘ co : against the loss of his earning power IS thie AWOVOCTHOT cit ol Wan CX 
What Purpose?” and detined the pur- erence Of opinion concerning — thre 7 ' perience. It picks up what would othes 
; amount of msurance that could be pro wide also accumulate a savings fund wise | me tl | | .a l 
Fin ri { sc weCOML hie oose ads ¢ 
pose as follows: ; vided Judge Julian Mack said befor that will assure financial independence existe ne nd | r ve I ' dt 
pom . . : ; 1s cari 4 ‘ : 1¢ ) 
“The purpose of selling enough life the committee having this matter in in old age ‘the l rid iw rt 
re i ify the i “ed hand: “Ll do not know a man in thi ‘ ‘spbamecte ie Insurance it properly used 
insurance is to indemnify the insured’s ; ) : : WS Rendering a High Service. becomes the “Silent Partner” in the af 
family and his estate against the loss country and every insurance man | fairs of every American worker and 
of the value of his earning ability think will agres with me, who ought not In “Selling enough Life Insurance” builder, and he hould, therefore . be 
through death, and at the same time to carry $10,000 insurance.” The amount we, as salesinen, will render a higher urged to buy and maintain a proper 
enable the insured to accumulate a fund of the insurance, together with the min type ot service through assisting the amount of it on policy forms that best 
sufficient to provide for his needs in imum commuted value of the compen individual to use life insurance commen serve his need Hlowever, life insur 
old age. eesry tenor which is 0,900, makes a surate with his worth and his oppor ance and its benelits must he visualized 
Sexutanes of Awecans Walle. total indemnity for the family of every tunities Don't be satistied with his before being appreciated 


ant sts Show thence of AAA 
ch seag 5 S anaenaiad tae livin; gore 

penses, and these figures indicated that 

the average amount per family ex 

pended for insurance is $42.91. 
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The table given was as follows: 








Food 64SEC OR OR SOC OBO REET SSO $5 19.00) en ane m 
PEER. wewiscdw déccw w4o- seedings 238.00 wanes 
RS Poccuedia SS arn ota esa Meee es 191.00 rar 
raat oid TARRE coi c cece ccacwas 7040) 

Furniture and Furnishings ..... 73.00 -_ 7 
Miscellaneous items .........-. 300.00 THE 


ROAD oc ocr e ne eewasanaeve $1,433.00 


Average surplus ......ccsccese 81.00 . ~ 
The expenditure for miscellancous 
items, namely, $306.00, includes among it 7 4 
other things the amount paid out for 


insurance, including life, accident and = ~ 
health. While we have not figured the : () N . “d 
average amount ol insurance for the 


entire number, we have constructed a = 

table from the expenditure of 4,916 fam ry W I Wonnh 1c 1 ovinnc 

ilies in thirty cities, which shows that Of ORCESTER, MASSACHUSET 's 

the average amount per family ex ; 

pended for insurance is $42.91. : 
“Assuming the average age of the = Incorporated 1844 

insured as the head of the family to be 

37 years of age, then _ money in- 

vested for life insurance by the average 

family, if bought on the Ordinary Life 

plan, would provide for about $2,000.00 

of insurance, and if on a 20 layment 2 4 4 or 5 
. we : 4 = QO » ¢ . = 

Life plan for a little less than $1,500.00, = During the past 75 YEARS its growth has been steady, per- = 
“Commissioner of Labor Statistics —e SIS » ™ a" 

Meeker calls attention to the fact that = tent and hes ulthy. 

the total expenditure for the family 


azgrezates more than $1,400.00, about == The best features of modern life insurance are embodied in 
one-third of which is on account of =: . 
its contracts, 


WHI} 





Hil 


the husband and the head of the fam 
ily. In this case, provision should be 
made through life insurance to —— 
nify the family, and the estate, against 
the possible loss of that part of the hus 
band’s income, which is consumed by — 7 . . — 
other members of the family other THREE-QUARTERS OF A CENTURY 
than himself, together with any surplus 

which he has left over and above ex 





During its history of 





penditures. This would be his net in- : . ° ° = ° 

come and is in round numbers $1,000.00 progressive service to policyholders and beneficiaries and the 
per year. The net life value of the > : . , . va . 
head of the family is, therefore, on an highest degree of co-operation between Home Office and Field 
assumed age of 37, and on a 5 per cent. ae : : : ‘ : . 

interest table, $13,372,000 per cent. Forces has made it an ideal Company to be insured in and to 
of which, or $9,223.00, should be coy —_ — : 

ered by life insurance. A policy for this rc pP! CSC nt. 


amount on the Ordinary Life 240 
Monthly Installment plan can be had : 
Irom any of the American life com = 

pee lor a net cost of approximately : 

9140.00 per year. It requires this = > : ‘ Th N 7 
ot A NN Rt ge No B. H. WRIGHT, President D. W. CARTER, Secretary 
necessities of the family. It is very evi- 


dent that this average family is decid- = STEPHEN IRELAND, Superintendent of Agencies : 





edly under-insured. On December ai, 
1916, the New York Insurance De part- 
ment showed the total insurance in 
force in the state of New York as bei ing 
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” you are looking for an opportunity to render efhcient 
and satisfactory 


SERVICE 


as a Life Insurance Salesman 


and have a proper regard for your clients’ interests, investigate 
the record, financial condition and policy contracts of the 


Home Life Insurance Company 


of New York 


GEO. E. IDE, President 


and then communicate with Geo. W. Murray, Superintendent 
of Agencies, regarding terms of agency contract. 
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ILLINOISLIFEINSURANCE(O. ILLINOIS LIFEINSURANCE(O 


EUISCAGS GE a SO 


mts WY STEVENS Pers, 


3 OF iy 


Once an 
Illinois Life 
GREATEST. 


Man ILLINOIS 
Always an con 


Illinois Life 
Man 


GREATEST 
ILLINOIS 
COMPANY 


WANTS. GOOD MEN WANTS GOOD MEN 
AND AND 
WILL PAY THEM WELL WILL PAY THEM WELL 
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Agent Main Reason 
For Big Increases 


OPINION OF WARREN C. FLYNN 
Predicts Broad Influence for Associa- 
tion in Future Civic and Educa- 
tional Movements 


(Special to The Kastern Underwriter) 

Pittsburgh, September 29.—Speaking 
at the Executive Committee mecting 
before the opening of the Convention, 
Vice-President Flynn discussed the 
reasons for the unprecedented volume 
of new business being written and said 
that much of the credit belongs to the 
agent. 

“A variety of causes have contrib- 
uted to the remarkable results which 
now obtain in the production of new 
said Mr. Flynn. “Much em- 


phasis has been placed upon the effect 


business. 


of the endorsement of insurance stimu- 
lated by the Government's activity in 
connection with war risk insurance. 
Much has been said as to the stimulat- 
ing effect of the influenza epidemic 
upon the production of new business. 
Volumes have been written covering 
the general business activities and pros- 
perity of the country with its attendant 
effect on new business in the field of 
life insurance. 
New Status of the Agent. 

“In my opinion enough has not been 
said with reference to the man who 
writes the applications. By a process 
of evolution men engaged in life in 
surance work have occupied an ever im- 
proving sphere in our civic and national 
life. The credit for this gradual im- 
provement largely belongs, in my opin- 
ion to the National Association of Life 


Underwriters, and to the men who have 
given unsparingly of their time and 
talent to this great movement we owe 
a debt of gratitude. The list of these 
men is long, from George N. Carpenter, 
the first President down through the 
ranks, and includes not only former 
Presidents known to many of us per- 
sonally, but some men who never held 
office in the National Association, but 
who have been loyal workers in the 
organization. The influence of the As 
sociation and the men referred to has 
been reflected in the enactment of much 
helpful legislation; in the adoption not 
only formally but individually of new 
codes of ethics and in other ways in- 
duced a condition in our work which 
has produced the strongest and clean- 
est group of men engaged in any occu 
pation, and that brings us to the point 
which | wish to make of the impression 
which this group has been making for 
years upon society. 

“T do not wish to detract from the 
effect of the Government's establish 
ment of a life insurance department, or 
from the influence on new business of 
the influenza epidemic, but I do wish 
to particularly emphasize that much of 
the credit belong to the man who car 
ries the rate book.” 

Sees Broader Field for Agent. 

As a result of the present standing of 
life insurance men before the public, 
Mr. Flynn predicted that the agents 
and through them the Association 
would have a greater participation and 
influence in future civic and educational 
movements. On this subject he said: 

“We have heard much of the morale 
of our fighting forces, and I believe that 
morale is as important in the ranks 
of the insurance fraternity if we are to 
vo on to greater and greater achieve 
ment and if the Institution is to extend 
its benefits to more and more people. 
The Life Underwriters’ Association is 
more than an organization to. study 
sales problems—it is an organization to 
consider all problems relating to the 
business and to develop a splendid feel- 


Would Standardize 
Activities of Locals 


PRES. VOSHELL URGES CHANGES 


Regional Directors, Topics for Meet- 
ings, and Greater Supervision by 
National Association 


(Special to The Eastern Underwriter) 
Pittsburgh, Sept. 20. 
the greatest gathering of life insurance 


Standing before 


agents ever seen here, J. K. Voshell, of 
Baltimore, president of the National As 
sociation of Life Underwriters, reviewed 
the activities of the organization for the 
President Voshell said that 
when he went into office the war was at 


past year. 


its height and the Association was con- 
fronted with its share of the problems 
incident to it. Continuing he said: 

“The membership has now grown to 


proportions which remove the old fallacy 


ing of harmony and comradeship lb 
tween the workers in this field It is 
the meeting place for the representa 
tives of all companies; it is the place 
where mis-trust and misrepresentation 
is replaced by contlidence and friend- 
ship. Its existence and growth is justi 
fied by its accomplishment up to this 
time and my prediction is, based on my 
observation in) Springtield, Mo.; Col 
umbus, Ohio; Kansas City and in Saint 
louis, and as reflected by members of 
Associations in numerous other cities, 
that the movement is) pronounced and 
that the direction is toward a greater 
participation in the educational and 
civic activities of all communities, to a 
stronger condition and to a greater 
sphere of usefulness to the underwrite1 
and to society. 


“It has been demonstrated by severe 
tests that the institution of life in 


of a social organization. It is a business 
concern. The national executives have 
no power under the present constitution 
to direct local associations; they merely 
advise. 1 therefore recommend that you 
authorize the appointment of a commit- 
tee to amend the constitution, and report 
the result of its deliberations at the mid 
year meeting of the Executive Commit- 
tee. | would emphasize the necessity of 
pushing to a conclusion the act prepared 
some years ago to incorporate the Na 
tional Body. 

“Once more authority is vested in the 
national body. I would recommend a 
standard program for the guidance of 
local associations. I recommended that 
meetings of locals be held regularly at 
least once every month (that a fixed date 
be insisted upon for holding the meet- 
ings and that secretaries shall make de- 
tailed reports to the recording secretary 
of the work done at the meetings. These 
reports can be edited by the Head Office 
and the meat of the discussions publish- 
“din the ‘News’.” 


surance is fundamentally right, efficient 
and certain. 

“We workers in the field of life in 
surance are teachers of sound econom- 
ics and will continue so to be to the de- 
vree with which we pursue our calling 

“We are particularly fortunate in 
these more or less troubled times, when 
there is disagreement between Capital 
and Labor, between this group and that 
yroup, to be engaged in a work where 
we may go contidently forward with a 
certainty, not only of personal reward, 
but with the consciousness that by our 
very success, we are helping solve the 
problems. 


Truly the Life Insurance Man has 
come into his own.” 








CONTINENTAL 


Assurance Company 


Casualty Company | 


H. G. B. ALEXANDER, President 
General Offices: Chicago, IIl. 
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Life insurance policies that guarantee payment wiihout guesswork. 
The Continental Assurance Company’s Twentieth Century Policy is a | 
winner with the agents and the insuring public. 
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The Continental Casualty Company—America’s largest casually com- 
pany—writes werkmen’s compensation, liability, accident 
and burglary insurance, 


and health, 
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we puT CASH IN YOUR POCKET 


Opportunity Isn’t Everything 


We cannot get away from “the Nowness of the Here’—we must earn enough To-Day to be 
enabled to improve the Opportunity of To-Morrow. 

Too many propositions are o8% pure “luture’—a man goes so deeply into the hole getting 
To the Opportunity—it takes all he finally earns to get back out of the Red Ink. 

Opportunity is too often success “in the mind’—and who has not succeeded that way? 

We have an opening which offers Cash possibilities Right Now—and an opportunity to build 
for the Future at the same time. You make money from the start—it’s all in the margin. 


How are you qualified ? 





AGENCY DEPARTMENT 
ROBERT D. LAY, Secretary WALTER E. WEBB, Supt. of Agents 


National Life Insurance Company 
of the U. S. of A. 


29 South La Salle Street, Chicago 


OVER $100,000,000 IN FORCE 


A Salesmanship Course that works. Combination Life, Accident and Health policies. Field Service that IS service. 




















Build Your Own Business 


under our direct general agency contract. Our Policies 
provide for: 


DOUBLE INDEMNITY 
DISABILITY BENEFITS 
REDUCING PREMIUMS 











See the new low Rates 


JOHN F, ROCHE, Vice-President 


meetin The Manhattan Life 


Insurance Co., 66 Broadway, New York 
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NEW YORK LIFE 


Insurance Company 


346 & 348 BROADWAY, NEW YORK 








HI New York Life is now doing a larger business 
month by month than it ever did before. The paid 
business of the first eight months of the year exceeded 


$350,000,000 


Draw Your Own Inference 


You might draw several from the following: 


1. The Company is now in its seventy-fifth year of 
successful business. 


2. The Company has over Three Billions of Insur- ‘ 
ance in force and has reserves adequate for all 
purposes, 


3. The Company is Purely Mutual and always has 
been, and has paid over $259,000,000 in Dividends. 


4. The Company has a very Efficient Agency Force 
and Branch Offices in the principal cities. 


). The Company issues an up-to-date Policy Con- 
tract, including insurance against total disability, 
with Double Indemnity in case of accidental death. 

6. The Company has had a large part in demon- 
strating to thinking men the unique moral and eco- 
nomic value of Life Insurance—in making Life Insur- 
ance the Democracy of the Social and Financial World. 


DARWIN P. KINGSLEY, President 
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The Pruclential Insurance 
Company of America 
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List of Scientific Publications 


of 


AVAILABLE CN REQUEST 








PUBLICATIONS 

The Mortality from Diseases of the Lungs in American 
Industry; 1916. 

A Plea anda Plan for the Eradication of Malaria; 1917, 

Facts and Fallacies of Compulsory Health Insurance; 
1917. 

Some Theoretical and Practical Aspects of Industrial 
Medicine; 1917. 

Army Anthropometry and Medical Rejection Statis- 
tics; 1918. 

The Malaria Problem in Peace and War; 1918. 

Menace of Dusts, Gases and Fumes in Modern Indus- 
try; 1918. 

Failure of German Compulsory Health Insurance—a 
War Revelation; 1918. 

A Plan for a More Effective Federal and State Health 
Administration; 1919. 

Pauper Burials and Interment of the Dead in Large 
Cities; 1919. 

More Facts and Fallacies of Compulsory Health Insur- 
ance; 1919. 


CHARTS 
Influenza Accidents Cancer Tuberculosis Malaria 
Whooping Cough Measles Diphtheria 
Infant Mortality Pauper Burials 
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THE PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 
HOME OFFICE, NEWARK, N. J. 


FORREST F. DRYDEN, President 


Incorporated under the laws of the State of New Jersey 
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